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NATIONAL 


Garage Door Holder No. 810 


The dealer that can show a car owner how to avoid possible damage 
to his car is the man who is welcome with his story. 
Any dealer selling the National Garage Door Holder No. 810 or the 


dealer who contemplates selling the National Line is the man who 
can tell the story and get excellent returns in profits. Here it is? 

This door holder is easily attached and easily worked. It is for swinging 
doors only—and when fixed, as the illustration shows, the door cannot slam 
back and damage the car as it comes out. An appliance that costs little—but 
saves the car owner repair bills and time. 


We supply dealers DIRECT. Prices and delivery are excellent. 


National Mfg. Company 


Sterling Illinois 
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Making It Warm for Your Stove Customers 


— 























In Sheboygan, Wis., Stove Sales Have Increased Ma- 
terially During the Past Few Years Due to a Better 
Knowledge of Advertising and Methods of Selling 


HEN the first nip of zest is 
in the air and the frost is 
about to be on the pumpkin 
it is time for the hardware man 
to get ready for the rush for stoves 
and ranges that should follow. The 
rush not only should but will fol- 
low, provided the hardware man is 
up to the minute and makes a half- 
way advance toward the business 
that is only waiting until weather 
conditions change sufficiently. 
There is and always will be a 
good market for stoves and ranges. 
In every part of the country at 
the particular season of the year 
people are thinking about buying 
a new range, and the merchant who 
knows how to sell goods is prepar- 
ing his campaign for getting these 
selfsame thinkers into his store. 
Window displays, newspaper adver- 
tising, direct-by-mail campaigns 
and all the rest of the convincers 
are being whipped into shape for 
the big fall drive on stoves and 
ranges. 
Among the many lines handled 
by the ordinary hardware store 
there are few that pay as well as 


the stoves and ranges. While per- 
haps bulky and “room fillers,” 
nevertheless the profit is to be made 
by the man who sells heat to his 
neighbors. 

One of the foremost successes in 
stove selling is the Geele Hardware 
Co. at Sheboygan, Wis. It almost 
seems that the name Sheboygan is 
synonymous for stoves, for not only 
is the Geele store doing a life-sized 
stove business, but their chief com- 
petitors, the Prange-Gussenhainer 
store, is likewise having an exceed- 
ingly good business. 

Stove week saw 29 fine stoves 
go out of the Geele store. Most 
of them were combination ranges, 
the trade showing a real prefer- 
ence for the three-fuel range. Now, 
the sale of 29 stoves in a week’s 
time in a town of about 30,000 res- 
idents is a real accomplishment, 
and it becomes more interesting 
when you realize that it was done 
without any great special effort. 


Choosing the Right Season 


There was no special demonstra- 
tion. There was no very low price. 
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There was no extra inducement. 
Simply the right season was chosen, 
a week was set aside as stove week 
and the newspapers and direct- 
mail advertising were relied upon 
to get the people in, and once they 
came in many of them _ bought. 
There was good salesmanship in 
connection with this sale, and the 
results were really big. 

Each day during stove week the 
Geele store used big newspaper 
space. And the store force was 
keyed up to talk stoves. Every 
salesman made it a point to call 
special attention to the stove show- 
ing and to try to interest cus- 
tomers. 

One of the best assets in selling 
stoves, in the estimation of the 
Geele management, is the booths in 
which they are displayed in the 
basement -salesroom. “We used to 
find it difficult to keep customers’ 
attention when we had stoves out 
in the open, on the floor,” said F. J. 
Schmidt, general manager. “Neigh- 
bors would come in, and the first 
thing a salesman knew the cus- 
tomer for stoves and some friends 
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of his or of hers were talking about 
crops or the children. Now we get 
them down in practically a room by 
themselves, away from the general 
run of customers, and we ‘talk 
stove’ to their undivided attention. 
We find little distraction. 

“We also note that after a cus- 
tomer has expressed a preference 
we can concentrate her attention 
on the particular stove she is inter- 
ested in. When the stove depart- 
ment is open the minds of the pros- 
pects jump, as it were, from one 
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portant forward step in buying it. 
Good furniture stores have long 
employed the booth idea and regard 
it as a very essential step in selling. 

The Geele store does not rely on 
one week in the spring and another 
in the fall for doing its stove busi- 
ness. It pushes stoves all the year 
through, and uses newspaper space 
frequently in keeping before the 
public the values and virtues of 
the lines it handles. 

Mr. Brasure of the Geele man- 
agement says that experience has 
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stove to another, and it is hard to 
talk the stove they really prefer. 
We think the booths one of the 
best things we ever did in selling 
stoves. Of the success of the booth 
plan there can be no doubt.” 


Making the Store Look Home-Like 


Another advantage of this ar- 
rangement is the fact that a stove 
can be shown in more home-like 
surroundings. Note the picture 
with the kitchen cabinet and the re- 
frigerator. The stove looks as if 
it was set up in the customer’s 
kitchen, and she is much more apt 
to visualize it in her own home than 
if it was surrounded by a dozen 
other stoves. And when once a 
customer visualizes an article in 
her own home she has taken an im- 


shown them that it pays to stock a 
first-class line and then back it to 
the limit. ‘We have limitless con- 
fidence in the stoves we sell. There 
is nothing too good that can be said 
about them, and we push them hard 
because we believe in them. The 
best stove is the only kind of stove 
to sell.” 

During home-coming week held 
in Sheboygan the Geele store made 
quite a hit with its float, on which 
was a stove with some very charm- 
ing cooks presiding over the mak- 
ing of cookies which were sampled 
to the crowds. This was a fine ad- 
vertising stunt and made a real ap- 
peal to the people. The store over- 
looks no opportunity to talk stoves. 
It keeps itself foremost in the 
minds of the public as one of the 
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places where they surely must stop 
and shop if they are interested in 
stoves. 

The Prange-Gussenhainer store 
is also a live stove store, handling 
a fine line and pushing it consist- 
ently and eternally. The store ex- 
pects to sell 300 cooking stoves this 
year, about six stoves a_ week, 
which, we will admit, is a goal 
worth striving for. Moving a cook 
stove a day—every day—is no mean 
accomplishment in a small city. 
But the Prange store not only ex- 
pects to do this, but is already well 
on its way to attainment and has 
only to keep up the average to finish 
the year with a record of 300 cook- 
ing stoves sold. 


The Service 


Much attention is given by both 
of these live stores to the servicing 
of the stoves they sell. They set 
up the stove and see that it is work- 
ing properly before they conclude 
that a sale is made. They make 
every stove user a satisfied user 
and a booster for the stoves they 
sell. Repairs are made quickly. 

This is really the stove history 
of one city. In several other cities 
in different parts of the country 
you will find that the same excel- 
lent conditions exist. It is not be- 
yond your own powers to sell 300 
stoves during the coming year nor 
to sell them at the rate of six a 
week. It merely means, of course, 
that you will have to work, but 
probably no harder than you would 
on less profitable lines. 

The question of service can 
always be a great pointer in clos- 
ing a sale. If the store is ready 
to stand back of the guarantee 
made by the manufacturer it makes 
a double-barreled selling point. 
And if the merchant is not willing 
tc stand back of the manufacturer’s 
guarantee, then it is certain that 
the merchant is not sold on the 
stove himself and will not sell 
nearly as much as he otherwise 
would. 

The stove season is upon us in 
every part of the country. The ad- 
vertising methods that may be fol- 
lowed are varied but simple, and the 
profits to be gained are big. It is 
certainly up to the retailer to get 
busy and to stay busy unti! next 
spring in a department that will 
mean much to him. And while you 
are selling the stove you might as 
well sell the things that go with it 
and which are suggested by it, and 
this includes a list of kitchen utensils 
as long as your arm. Get the ranges 
up front in your store and start 
making money. 
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With a wide range of ranges the modern hardware man can make excellent sales and many profits. The line carries 

with it all kinds of money-making ideas and is a good suggester for other sales. For instance the woman who buys 

a new stove will also want new kitchen utensils and you can take her right over to the housefurnishing department. 
Then there is the kitchen cabinet and the linoleum yet to sell so that the kitchen will be complete 





How the Frank Geele Hardware Co. arranges its booths for kitchen sales. The stove flanked by the cabinet and the 
refrigerator and all of them displayed on the linoleum attract favorable attention. The store is located in Sheboy- 
gan, Wis, 








Catering to Customers Who Keep Cows 


You Can Always Show a Farmer the Value of Your 


Goods if They 


Will Save Him Money or Bring 


Him in More Profits—The Flying Cow Campaign 


9LL betcha I know the man who 

put the “So” in “So, Boss!” If 

it isn’t Dick Pinney, right here 

in my town, then I’m a sucker, as 
Shakespeare says. 

What makes me think so? I'll tell 
you. Just the other day I went out 
fishing and I left my flivver in a 
farmer’s barnyard, and while I was 
visiting with the farmer about fishes 





and flivvers and the price of milk, 
he said to me: “Say, there’s one live 
feller in town there in business, and 
that’s Dick Finney or Tinney, or 
whatever his name is. I always call 
him Dick, anyway. He’s right on 
the job when it comes to getting 
business.” 

“You tell ’’em!” I said. “Put him 
down in the Sahara Desert with 
nothing but a wheelbarrow full of 
soft coal and he’d sell it to the first 
camel that came along for breakfast 
food.” 

“Yes, sir,” the farmer agreed, “and 
he’d make the camel think he was 
getting a great bargain. I don’t 
mean Dick puts anything over on 
anybody. He don’t. He’s as honest 
as you or me. But he sure can make 
you see that you need what he’s got 
for sale. Take, now, that stuff he 
sells to keep flies off of cows—‘Kow 
Pleez,’ he calls it. I’ll bet there ain’t 
a farmer on this road that hasn’t got 
a can of that in his stable, and they 
use it, too. It’s the goods when it 
comes to keeping the cows pleased 
and comfortable. Dick has just ham- 
mered away about Kow Pleez until 
we can’t think of anything else 
when we see a cow switch its tail. 

“First thing I ever heard of the 


By FRANK FARRINGTON 


stuff was when I got a postal card 
from Dick, and all it said was, ‘Look 
out! I’m coming. Keep your eyes 
peeled.—Dick Pinney.’ Of course we 
all get Dick’s advertisements every 
little while, and they’re always kind 
of different from anybody else’s, and 
so we expect him to spring some- 
thing on us. Then, one day along 
the road there came an automobile 
with a big red flag flying from it and 
a picture of a cow on the flag, a 
white cow, and the horn of the auto- 
mobile kept squawking all along the 
way, and Dick drove in with a great 
racket and yelled for me. I came out 
and he said, ‘Hello, Mister White. 
There’s no flies on that barn of 
yours, but there may be some flies on 
your cows, and if there are they 
don’t give so much milk, and then 
you wouldn’t get such a big milk 
check. Here’s the best thing there 
is for keeping flies off your cows.’ 
Then he yanked a tin can, about a 
three-gallon can, out of his automo- 
bile, and it had a rubber hose and a 
spray nozzle on it, and he set it go- 
ing. ‘It takes this to make your 
cows comfortable,’ he said. ‘You 
can spray a cow in two or three min- 
utes so she will be happy for days. It 
costs you a cent a cow for the stuff 
and the cow gives at least a quart 
of milk more a day and the milking 
is easier and takes less time. If you 
want to keep the flies off your cows, 
come in and get a can of Kow Pleez, 
or telephone and I’ll send out a can 
or say the word now and I’ll leave a 
can for one-fifty. We can send you 
one of these handy sprays for five 
dollars, lasts for years. Well, good- 
bye. I’ve got to call on fifty farmers 
this afternoon. You know how to 
get the stuff if you want it, and 
here’s a little book that tells all 
about it.” 

“Did you buy a can right then?” 
I asked White. 

“No, he was too fast for me. I 
guess I’d have bought if he’d stuck 
around and give me a little chance to 
think it over.” 

Handling Farmers 
Well, that was what I thought of 


that method of Dick’s. It seemed to 
me he couldn’t make sales to farm- 


42 


ers off-hand like that. They don’t 
buy so fast. I went into Dick’s store 
that night and when he wasn’t busy 
I asked him. 

“Dick, I been talking to a farmer 
about that slam-bang, slap-dash way 
you went out selling Kow Pleez. 
Why didn’t you give ’em more time 
and make more sales? I’ll bet you 
didn’t sell half the farmers you 
saw.” 

“As a sporting proposition that 
bet doesn’t appeal to me,” said Dick. 
“To be exact, I sold one farmer in 
five; but I wasn’t out to sell, I was 
out to advertise and to set ’em think- 
ing about Kow Pleez. That was a 
kind of whirlwind campaign, five 
minutes to a man, when I could find 
him at home. I called on fifty odd 
farmers that day and each day for 
about a week. That meant a pretty 
fair immediate sale on Kow Pleez. 
About half the rest of the farmers I 
saw came and bought soon after, and 
others later, after I had followed the 
call with circular letters about the 
dope and the spray apparatus. Here 
is one of the letters I sent out: 

Dear Sir:—Do your cows ever 
kick over the traces? 

Do they switch their tails in 
your face or into the pail when 





you are milking? Do the flies ir- 
ritate them so they give less milk 
maybe a quart a day less per cow? 

You know better than I do what 
a difference flies make with the 
milk supply and the work of milk- 
ing. Perhaps I know what. will 
make the cows happy. Try Kow 
Pleez. 

Kow Pleez sprayed on the cows 
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twice a week will keep them fly- 
proof. The cost is about a cent a 
cow per time, two to three cents a 
week. Isn’t it worth a good many 
times that to be rid of the fly 
pest? 

Kow Pleez is guaranteed. Buy 
a can and use it, and if it doesn’t 
do the work satisfactorily, keep- 
ing the flies off, you can have your 





money back by asking me for it. 

No red tape about getting your 

money back. Our guarantee is 

just your money back if you ask 
for it. 

Kow Pleez in gallon cans at 
$1.50; 14 gallons at $0.90. 

And the sprayers cost from 75c. 
up. We recommend the 3-gallon 
galvanized tank, extension nozzle 
spray, with shoulder strap, easy 
to handle, easy to fill, easy to use, 
lasts for years, $5. 

Use Kow Pleez and milk in 
peace. 

Yours for more milk and more 
milk money, 

Dick Pinney, Hardware Expert. 

“Along with the letters I sent man- 
ufacturers’ folders showing all about 
the Kow Pleez and the spray pumps. 
I started this advertising just as 
soon as the weather warmed up, and 
I’ll keep right at it until fall weather 
ends the flies. Then I’ll probably 
send a letter telling the farmer how 
to put his pump or spray away in 
good shape so it will be all right in 
the spring.” 

“Kind of a circus plan you used of 
going around with a red flag and a 
lot of noise and all that, wasn’t it?” 
I quizzed him. 

“Circus methods get folks’ atten- 
tion, don’t they?” Dick replied. 
“Don’t you always know when the 
circus comes to town and don’t they 
sell a pretty big percentage of the 
population with their methods? I 
never was much of a hand for this 
high-brow, dignity way of getting 
yourself before the public. My busi- 
ness isn’t with college professors. 
I’m after the trade of the people who 
are alive and looking for interest in 
life. When I drove into a farmer’s 
yard with some noise, he stopped and 
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looked and listened. My post card 
had made him think I’d be along 
with something more than a hearse. 
I’m alive, and I don’t care who knows 
it. It takes pep to wake up interest 
in you and in your proposition. Of 
course, if I was going out to sell 
meat grinders to the women of the 
community, I wouldn’t go at it in 
just that way. 


Keeping Everlastingly At It 


“See this advertisement I’m get- 
ting out to use in the newspaper and 
to mail to farmers. It’s about Kow 
Pleez again. This picture of a big 
cow represents the milk a farmer 
ought to get from his dairy. This 
picture of a little cow represents 
what he gets when he lets the flies 
drive the cows half crazy. When a 
farmer sees that advertisement, he 
stops to look at it because it is cows. 
Then he reads the explanation of 
what the two sizes represent. ‘Which 
cow represents the milk from your 
dairy? Kow Pleez users are in the 
big-cow class.’ Those are just stock 


cuts the local newspaper had on hand, 
and they cost me nothing. 

“Maybe you noticed the big win- 
dow display of Kow Pleez and the 
card that says, ‘Come in and let us 
you how this spray 


show pump 





works.’ We have a filled pump, and 
when a farmer wants a demonstra- 
tion we don’t take him out of the 
back door for it. We take him right 
out on the street, and the chances 
are that before we are through we 
have half a dozen men seeing how 
it works. We may even spray the 
farmer’s horses as they stand at the 
curb, if he wants it done.” 

“T don’t see how you can afford to 
take time to go out yourself to ad- 
vertise Kow Pleez,” said I. “Your 
presence is worth more right here in 


‘the store, I’d think, than flivvering 


around calling on farmers.” 

“You’re right, and you’re wrong. 
I wouldn’t expect to spend much of 
my time like that, because I haven’t 
any partner to run the store, but I 
like to get a change once in a while, 
and it’s fun for me to get out on 
such a campaign. I enjoy it. And 
then I get better acquainted with a 
lot of farmers, and they remember 
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that little call and talk about it, and 
I don’t pester them to buy, so they 
aren’t bothered any. Take it alto- 
gether, it does me and the store a 
lot of good. As for leaving desk 
work here for that kind of trips, I 
always do plan to let all the inside 
work that an employee can do go to 
somebody like that. I’m worth more 
meeting customers than changing 
price tags on depreciating stock, or 
footing up columns of figures. It 
isn’t much of a merchant who doesn’t 
have his business in such shape that 
it will run right without him in the 
store every minute.” 


Dick’s Enterprise 


Well, I’ve got to admit that Dick 
Pinney is a successful hardware man 
and you can prove it by looking up 
his rating, if you don’t believe me, 
and maybe there’s something in his 
method of getting out among ’em 
now and then, because I know an- 
other hardware man with just as 
good a location and just as good 
goods and just as good a territory to 
draw on, and he sits back there in 
his office and works away on his 
books and hardly ever even comes out 
to wait on a customer, and his busi- 
ness and Dick’s business are like 
Dick’s two cow pictures, with the big 
cow representing Dick’s, ‘so I guess 
there aren’t any flies on Dick’s 
methods. He is too active for them 
to stay there long if any lit. 

So maybe you get more money out 
of a business by keeping it sprayed 
with live methods to keep the flies 
off, just like you get more milk from 
cows by keeping them pleased. 

There’s this difference, though, be- 
tween handling cows to get more 
milk and handling a business to get 
it to give more milk. You get the 
most from a cow by the “So, boss, 
so-o-0,” method, by keeping her 
quiet; but you get the most from a 
hardware business by stirring it up 
so it kicks up and threshes around 
some. I guess the reason a good 
many hardware men have been com- 
plaining about their business lately 
is because they have let it go to sleep 
when they ought to have been stir- 
ring up. Use the Kow Pleez on the 
cows, but use the gad on the busi- 
ness. 











Selling Roofing by the Carload 


What Dealers Are Doing Right Now in Building Up 
a Good Substantial Business in a Profitable Line 
of Building Material—Catchy Window Displays 


is slack. Yet within two days 

from the time that the accom- 
panying window trim of roofing 
was displayed, Banister & Pollard 
Co., Newark, N. J., received 29 re- 
quests for samples from people who 
took the trouble to enter the store 
for that purpose alone. 

If this doesn’t prove that the 
buying public is interested it cer- 
tainly proves that it can be inter- 
ested. 

Charles S. Conover designed the 
window and introduced an original 
idea which is really the important 
feature of the display. A hammer, 
a jack-knife and a rule in the cen- 
ter foreground of the window, ac- 
companied by two cards, one an- 
nouncing that: 

“You don’t have to be a mechanic 
or need a kit of tools to lay this 
roofing.” 

And tke other stating that with: 

“A hammer, a rule and a knife 
you’re all set to lay your own roof.” 


iy i say that buying interest 


These three articles and two 
cards constituted the center of in- 
terest as well as the center of the 
window. 

About a day before the display 
was arranged circular letters were 
sent out by Frederick H. A. Oppel, 
general manager of the firm, to 
architects, contractors and home 
owners within a radius of several 
miles arouhd Newark. 

The “lead” or introductory par- 
agraph of Mr. Oppel’s letter at- 
tracted more than the usual atten- 
tion. Every letter, of course, was 
addressed personally to the heads 
of the various firms to which they 
were sent. The opening paragraph 
began as follows: 


Getting the Attention 


“They tell us that Abraham Lin- 
coln would concede seven points in 
an argument in order to win the 
eighth and final point. In other 
words, this great American states- 
man reasoned that it matters not 


so much how you start if you win 
the game.” 

Then the letter told about the 
reasons that led Banister & Pol- 
lard Co. to stock the kind of roof- 
ing that it carries and why it has 
been successful, in spite of the fact 
that the particular kind of roofing 
it carried was more expensive than 
the kind that householders and 
many contractors had been in the 
habit of buying. The letter con- 
cluded with an invitation to visit 
the store to inspect the samples 
and stock. 

Simultaneously with the mailing 
of the letters newspaper advertis- 
ing was launched in the Newark 
newspapers and the window trim 
was arranged. The window display, 
the circular letters and the news- 
paper advertising coupled up with 
the national advertising of the man- 
ufacturers and a concerted sales 
campaign was successfully 
launched. 

Other hardware firms that have 




















Charles S. Conover, the advertising manager of Banister & Pollard Co., Newark, N. J., fixed up this window and as 


a result had many calls for samples 
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Roojing can always be sold but best at this particular time of the year. 
recently did a great business in this line 


had conspicuous success with the 
sale of roofing material by employ- 
ing more or less the same methods, 
with variations, according to the 
localities in which they are located 
are, to mention but a few that 
come to mind, Ludlow & Squier, 
Newark, N. J.; F. Hersh Hardware 
Co., Allentown, Pa.; Henry Gilbert 
& Son, Harrisburg, Pa.; C. H. Mil- 
ler Hardware Co., Huntingdon, 
Pa.; White Hardware Co., Wilkes- 
Barre, Pa.; William D. Raubenhold, 
Hamburg, Pa., and many others. 

Speaking some time ago about 
the success of Mr. Raubenhold in 
handling roofing materials, M. H. 
Ashton, a salesman of the Ruberoid 
Co., said: ‘“‘As he is what may be 
termed a smaller dealer (his gross 
business in 1920 was just over $50,- 
000), it may be of more interest 
to the average dealer than the suc- 
cess of the larger concerns that are 
frequently mentioned. He _ first 
bought from me in December, 1919, 
his first order being for just 25 
rolls. 

“He continued buying from me 
during the year, and I succeeded 
in getting him interested in the 
possibilities of prepared roofing in 
his section. He finally purchased 
a carload from me in December, 
1920, amounting fo a little over 
$1,200, and he has. recently bought 
another carload. 


“This is significant in view of 
the fact that prior to my getting 
him interested in the line, his an- 
nual purchases of roofing did not 
amount to half a carload weight. 


Any Dealer Can Do It 


“This success can be duplicated 
by any dealer who stocks one line 
of roofing, pushes it, and goes after 
business. Too many dealers carry 
their roofing in the darkest corner 
of their warehouses, and then won- 
der why other dealers sell so much 
more roofing than they do.” 

The other window displays shown 
herewith are suggestive and worthy 
of close study by window designers 
who have, perhaps, had occasion 
to realize the difficulties of attrac- 
tively displaying merchandise of 
this kind. As Mr. Ashton has 
stated, probably one of the funda- 
mental reasons why some dealers 
are able to attain such remarkable 
results in selling roofing materials 
is simply because they display their 
goods persistently and attractively, 
so that the public is actually edu- 
cated unknowingly to think in the 
terms and the goods that the local 
dealer suggests through his win- 
dow displays and newspaper adver- 
tising. 

Although the fall of the year is 
not generally considered the best 
time to sell roofing in ordinary 


Banister & Pollard Co., Newark, N. J., 


times, it may be well to remember 
that there is more building under 
construction at present than has 
been in progress at any other sin- 
gle period in the past five years. 
With the increase of building it is 
inevitable that the sale of builders’ 
hardware, tools and roofing mate- 
rials will follow. The dealer who 
gets after the business first will 
be the one who nets the profits that 
accompany these lines. 

Furthermore, with winter ap- 
proaching, people are more likely 
to be interested in things that will 
improve or make more lasting the 
exterior of their homes as protec- 
tion against the winter storms. 
The success of dealers who have 
used this method of appeal to cus- 
tomers in selling paint has been 
amply demonstrated and the prac- 
ticality of it proven. Why should 
not the same logical appeal be as 
successful with householders in 
selling roofing materials as it has 
been with paint? 

Profits are only made through 
sales. The volume of turhover that 
a dealer has is the key to his suc- 
cess as a merchant. Turnover is 
the result of effort—sales effort— 
on the part of the dealer and his 
salesmen. It has never been 
achieved by waiting for customers 
to come in. Business is made and 
built. 
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The Advantages of Mongrel Letters 


By JOSEPH BERTRAM JOWITT 


Second Lesson 
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HERE is no limit to origi- 

nality open to the window 

man in the hardware store. 
It makes no difference whether the 
windows are ancient or modern, the 
judicious use of attractive show 
cards will attract the public eye. 
The modern show card is one of 
the best selling helps that the 
hardware store has to-day. Plainly 
lettered and simply worded, it adds 
the necessary punch to make any 
display complete. 

This second lesson on the Mon- 
grel Roman alphabet, letters E, F, 
G, H, shows the simple method of 
first outlining each letter in skele- 
ton form and afterward filling in 
solid with black or any color de- 
sired. 

In drawing or sketching out these 
letters it is a good idea to first 
make three strips of cardboard, 
have one the thickness of the heav- 
iest stroke, another the thickness 
of the thinner stroke, and the third 
should be a curved or semi-circle 
stroke like the left-hand stroke of 
the capital letter “G.” The same 
rule applies to the lower-case let- 
ters. The length of these strips, of 
course, depends upon the height of 
the letters. 

The width of each letter (ex- 
cepting letters A, M and W) should 
be not more than three-quarters 
their height. The use of these sim- 
ple strips of cardboard will greatly 
facilitate the work of keeping the 
thick and thin strokes of equal pro- 
portions. It also helps the begin- 











ner to keep his strokes plumb up- 
right. 

















There never was a plainer or 
more simple alphabet than this 
thick-and-thin Mongrel Roman 
type; most of the letters are de- 
signed on the square-block order; 
there are no hair-lines to make; 
no difficult curves and no sharp 
“spurs” or “serifs” needed to finish 
off each letter. If the heavy or 
light bars vary in width a trifle 
it will never be noticed, like it 
would in such letters as_ the 
Egyptian or Full Roman type. 


Filling in the Letters 


The capital letter “E,” the first 
letter on the plate, shows plainly 
the process of filling in the center 
solidly with black, while the next 
letter, “F,” shows the simple proc- 


ess of outlining. This is done gen- 
erally with a small brush, No. 4 
or No. 6. A more simple way still 
is with a stub lettering pen and a 
ruler, but the brush method is ad- 
vised on account of the practice 


it affords the beginner. The next 
letter, ‘“‘G,” may be outlined in 
eight single strokes. The first 


stroke, being the arched stroke at 
the top, made from left to right, 
beginning just where the white 
break shows. The next strokes, 2 
and 3, complete the outline of the 
top of letter. The next stroke, 
No. 4, is a long, sweeping stroke. 
The inside stroke, No. 5, forms this 
letter into a capital letter “C’; it 
is quickly transformed into a “G” 
by the strokes 6, 7 and 8. The 
next letter, “H,” is simply formed 
by connecting two capital letter 
“l’s” with a thinner bridge stroke. 

It is surprising to see how much 
more attractive plain show cards 
may be made by pasting appropri- 
ate cuts or pictures thereon. Of 
course, the picture in question 
should have some bearing on the 
merchandise displayed. 

Pictures were used before words. 
The eye is accustomed to reading 
pictures. A picture message may 
take the place of a thousand words 
of text—and do a better job. En- 
hance the value of your show cards 
by establishing a quick contact 
with the eye. 

Take, for instance, the card fea- 
turing “Sunnysuds_ Electric 
Washer”; this card would not be 
one-half as effective without the 
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An attractive card made with mongrel letters and cut outs 


46 
















| 


nant nha 


a a RNC 








ene ili 


a ae LTT el, 


UMI 





September 29, 1921 





A well-balanced card with mongrel 
lettering 


picture of the washer pasted up 
on the left-hand corner. The let- 
ters in “Sunnysuds” were shaded 
in light gray. The words “quick, 
thorough, easy” were also done in 
light gray. 


Making the Cards Distinctive 


An important feature in show- 
card writing is to try and have 
your work distinctive or a little 
different from the other fellow’s. 
It is not so much the exactness of 
each letter that counts as it is the 
general effect the card produces 
when finished. The workmanship 
on these cards or the exactness of 
each letter is not as perfect as they 
appear in the illustrations here. 
But the original cards are more 
effective. 

The writer often wishes it were 
possible to reproduce show cards 
in colors. While white cardboard 
with black lettering is always in 
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good taste, it is an excellent idea 
to shift to colored cardboard and 
ink occasionally or at the beginning 
of each season, for instance. For 


fall show cards use a light tan 
card lettering in dark brown ink, 
finish off with a double thin red 
stripe around the edge of card to 
act as a border (light brown may 
be used for border instead of red). 
receives 
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Hunting Coats 











The black letters on the grey target 
sent home the message 


letters from subscribers who want 
to know just what a beginner’s out- 
fit consists of and what is the best 
ink to use. Any one of the five 
different makes of show-card inks 
will give perfect satisfaction, 
“Bissels,” “Devoe,” “Willer,” “Car- 
ter,” “Davids.” They are all prac- 
tically made of the same ingredi- 
ents; some may be ground a little 
finer than others. 

A practical outfit for a beginner 
should consist of three two-ounce 
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jars of show-card ink (assorted 
colors), two dozen stub-point let- 
tering pens (assorted), four pen- 
holders, one set of Speed Ball pens, 
one set of Red Sable brushes (Nos. 
4 to 12), one piece of art gum for 
erasing pencil lines, one yard-stick 
or “T” square. With this outfit 
the beginner is equipped with what 
the experienced show-card writers 
require. 


The Palais de |’Outillage, 151 a 157, 
Boulevard Maurice Lemonnier, Brux- 
elles, Belgium, is in the market for 
automobile tools and accessories, and 
will be glad to get in touch with Amer- 
ican manufacturers of these products. 


Wm. Wolfe with Highland Iron 
& Steel Co. 

Effective Oct. 1, William W. Wolfe 
is appointed manager of sales of the 
Highland Iron & Steel Co., Terre 
Haute, Ind., with headquarters at 208 
South La Salle Street, Chicago, Il. 











Notice how the letter “A” hugs the 
oval cutout 


Are You Ready for the County Fair Exhibit? 

















Hardware dealers are usually the star exhibitors at the county fair. 


It is a good practice and one which helps 


build up good will and a fine mailing list of new prospects 








Auto Accessories Are Home Necessities 


Burhans & Black, Syracuse, N. Y., Consider the Auto 
as a Household Appliance and Cater to Its Needs in 
the Same Way That They Do Other Home Appliances 


6 O you expect a hardware 

D store will ever sell air- 

plane accessories?” I 

asked as we stood in front of the 

interesting auto accessory display 

window of Burhans & Black, Syra- 
cuse, N. Y. 

“I don’t know about that,” was 
the reply from W. W. Plumb, “but 
I do know that if the airplane gets 
to be a home necessity, like the 
auto, then we'll sell its acces- 
sories.” 

Which was just what I was won- 


By F. E. BRIMMER 


fills a real need of the American 
home. That’s what Burhans & 
Black feel a hardware store is, any- 
how. Really a department store of 
American home needs. 


Featuring One Item 


In selling the auto accessory 
Burhans & Black believe in featur- 
ing one important commodity as 
the center of advertising and hang- 
ing other things on this. Use for 
a hook to hang selling advertising 
anything you will, but make it sup- 

















Burhans & Bluck, Syracuse, N. Y., have built up an excellent auto acces- 
sory business by displays like this one 


dering about That is, just why 
does the hardware store carry the 
auto accessories? An understand- 
ing of the “why” of the matter 
ought to help anybody sell more 
accessories. Only a few years ago 
no hardware store displayed these 
goods because they were not con- 
sidered legitimate stock within the 
meaning of the term hardware. 
And the same was true of other 
things, electrical supplies, light 
apparatus, china and glassware, 
etc. But now these have become 
recognized as “hardware.” 

And the reason is because each 


port the whole department. Fea- 
ture a trailer or a make of tire 
or a tool kit, but center your 


effort. 
The window shown in the photo 
centered everything about the 


spring oiler and is a typical utility 
window of this firm. The window 
also had the added feature of being 
a semi-motion display, for the 
spring was bent up and down by 
electrical power and showed the 
oilers working. 

The spring in motion was not a 
mere novelty, for the actual opera- 
tion of the oiling system was 
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shown. Rather it was a demon- 
stration window, and nobody ques- 
tions the value of the demonstra- 
tion for advertising that sells. 

“Just what articles should a 
hardwareman include in his stock?” 
I asked, for it always seemed to 
me that there must be some rule 
for dividing the line between what 
was hardware in the auto accessory 
trade and what was non-hardware. 
That is, the store that sells noth- 
ing but accessories must carry 
generally a great many more arti- 
cles than the hardware department. 
How is the selection made‘ 

This was the answer I received: 
“The hardwareman_ should test 
everything he proposes to sell in 
the line of the auto accessory by 
this rule, ‘Is it a real home neces- 
sity?’ and he cannot go far wrong 
with this in mind.” 

That is, remembering that the 
hardware is the emporium where 
are offered for sale the various 
“home need” or necessity articles, 
the proper auto accessories may be 
selected. A tire and blow-out patch 
and tool kit and efficient system of 
lubrication for every part are cer- 
tainly necessities. 

In connection with their auto ac- 
cessory displays, Burhans & Black 
generally swing a secondary win- 
dow display. It so happens that 
they have two windows, one each 
side of the main entrance, where 
in one the straight auto accessory 
may be displayed and in the other 
a secondary commodity. 


What Goes with Accessories 


For instance, along with the ac- 
cessory display recently used there 
was in the adjoining window a dis- 
play of outing kits, thermos bot- 
tles, lunch cases and the like. 
These alone would have made an 
effective window, but were bol- 
stered up by the utility auto ac- 
cessory window on the opposite side 
of the entrance. Likewise, this 
display was itself helped by the 
neat display of outing comforts. 

Another combination that this 
firm uses is a feature auto acces- 
sory in one window and the camp 
trailer in the other. 
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Cleaning Up with Vacuum Cleaners 
Every Hardware Man Can Make Good Profits by 


Pushing His Vacuum Cleaner Business at This 
Particular Time of the Year—What Women Know 


ARDWARE dealers in our 
H grandmothers’ time brought 

mops and scrubbing brushes, 
pails and stepladders, turpentine 
and rotten stone and a long list 
besides into the front of the store 
every spring to be ready for the 
housewife’s demands for her spring 
housecleaning. No matter what 
happened or did not happen, the 
house was turned out-a-windows 
and its inmates made miserable 
while the yearly battle was waged 
with dirt. It was a time-honored 
tradition, and the housewife who 
failed in its performance was 
talked about among her neighbors 
as lazy or careless. 

Time has swept away many a 
tradition of our grandmothers, and 
none more swiftly and thoroughly 
than that of the spring cleaning, 
because it has not only transported 
moving day and its resultant de- 
mands for furbishing and furnish- 
ing body and bones six months 
ahead, but it has also changed the 
entire reading of the tradition of 
cleanliness in the house and its 
method of attainment. Moving day 
is October instead of May first 
now, and housecleaning does not 
mean a spasmodic disruption of 
the household, but a continuous 
condition of cleanliness which even 
our Puritanical forebears never at- 
tained. 

Many and many an article of 
stirling value and ultimate success 
has to fight a long and strenuous 
battle before it makes its market, 
but with household equipment it 
is exactly the opposite. Household 
devices are the answer to some real 
and definite demand—they are the 
result of a continuous and unin- 
terrupted series of experiments by 
practical workers along unalterable 
lines of human family life. So long 
as people live in houses, those 
houses will have to be cleaned— 
and, incidentally, dealers will sell 
the wherewithal to clean them. 

Eve doubtless made the first 
brush — Mrs. Noah doubtless -im- 
proved upon it—Cleopatra and all 
the rest of them up to Martha 
Washington went on demanding— 
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and getting—something better, un- 
til about 25 years ago, when the 
first crude forerunner of the 
vacuum cleaner was shown in a 
wooden, box-like contrivance fitted 
with a pair of bellows and pro- 
pelled by a long handle. 


The First Vacuum Cleaner Idea 


The great idea had been given to 
the world—dust and dirt need not 
be dispersed to be collected again 
and again in endless drudgery— 
they could be drawn into a con- 


Housecleaning Days 
In many parts of the coun- 
try October 1 is the moving 
= day, so consequently those 
= dreaded housecleaning days 
arrive in the fall instead of 
the spring. However, they 
are not as dreaded as they 
used to be twenty years ago. 
The modern housewife has 
modern housecleaning imple- 
ments such as told about in 
this story. 


tainer and emptied outside of the 
house. 

It is a far cry from the first in- 
ception of the idea to its perfected 
embodiment in the vacuum cleaner 
of to-day, yet the gleaming effi- 
ciency of the up-to-date cleaner 
shows no greater change than the 
woman who uses it. The modern 
vacuum cleaner fits into the mod- 
ern scheme of housework no bet- 
ter than the bundle of brush did 
into that of the primeval woman. 
Vacuum cleaning is the cleaning 
of to-day, and the most successful 
sales are based upon this fact. 
There is nothing wonderful or in- 
tricate or extravagant about it. It 
is the practical, economical house- 
hold device through which the 
housewife cleans. her house; the 
modern substitute for laborious 
handwork. The household drudge 
has developed into the intelligent 
housewife—and the _ primitive 
brush has developed into the elec- 
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tric vacuum cleaner. That is the 
story in a nutshell. 

The window display of vacuum 
cleaners, backed by a demonstra- 
tion in the store, is sure fire if it 
is rightly done, and this does not 
in the least mean done on a large 
scale. A window containing only 
one cleaner, but also demonstrating 


its actual result, could do good 
work, although, of course, every 
additional foot of space adds 


greatly to its efficiency. 

“Turn to the right” is an excel- 
lent example of apposite display. 
The brown oak leaves are seasonal, 
and bring the conviction of the 
present time—the homely figure of 
the “cop” is a familiar and well- 
liked one—everyone knows “turn 
to the right.” 


Of all household devices the 
vacuum cleaner lends itself most 
readily to demonstration. The 


washing machine does too, but it 
takes time and preparation, not to 
mention water and soap. 

The vacuum cleaner on the con- 
trary takes nothing but a handful 
of dust, and it is said that even the 
demonstrator who has seen this 
disappear into the bag countless 
times is always impressed anew 
each time. Experience has shown 
that space is not a supreme item 
in this demonstration, and that the 
dust sprinkled on a table top may 
be just as effectively sucked up as 
that on a large rug. There is a 
growing favor for the demonstra- 
tion on a table right out in the 
middle of things. 


“Just as Advertised” 


There is nothing psychological 
or mysterious in this. A woman 
will buy a cleaner because it actu- 
ally does what it is advertised to 
do, “eat up the dirt.” She may or 
may not have a handsome rug, but 
she surely has the dirt,to be eaten 
up. 

Salesmen say that the housewife 
is “sold” whenever they can show 
her that it is really practical to 
clean any and everything from the 
most delicate lace to the heaviest 
rug with equal ease and certainty 
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—to draw dust from the most ob- 
stinate tufts of upholstered furni- 
ture and all sorts of impregnable 
lurking places—to brush hats and 
clothes—and in short do the work 
of a dozen separate and highly spe- 
cialized agents. Display and store 
demonstration will make a woman 
want a cleaner, but if it is possible 
to show her its work in the home 
it will take the final step and make 
her get it. 

It is not always possible, how- 
ever desirable it would be, to make 
a house demonstration or to show 
the marvelous diversity of the 
cleaner, but it is always possible 
for the dealer to tell of it, and to 
back up by his personal endorse- 
ment the excellent literature which 
is prepared along these lines show- 
ing its work in all the places where 
there has always been trouble in 
reaching or removing dust and dirt. 
Tell the customer that the booklet 
speaks nothing more than the plain 
truth, for it really does tell the 
story. 

One manufacturer has started an 
excellent system of keeping in 
touch with the customer and also 
of insuring satisfaction with the 
purchase. An envelope is attached 
to each cleaner in which is a book 
of directions and a post card which 
the customer signs and posts to the 
dealer. He files this, and in three 
months the customer receives a let- 
ter telling her that it is now time 
to oil her cleaner. It is said that 
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this simple method has reduced 
complaints and done a great deal 
toward making cordial relations 
between dealer and customer 
through the increased satisfaction 
of its service, besides giving the 
dealer an address for future opera- 
tions. 


What Women Look For 


The majority of women do not 
care in the least how the cleaner 
works so long as it is satisfactory, 
but there are many, even among 
those to whom the mechanical con- 
struction and operation mean lit- 
tle, who are interested in special 
features and also in those little me- 
chanical touches which add some 
desirable item to the regular proc- 
ess of vacuum cleaning. It is a 
good thing, a very good thing, to 
have the various attachments dis- 
played with cards indicating their 
results. 

The dealer should always remem- 
ber that women are invariably re- 
ceptive to the suggestion of purchas- 
ing little accessories and parts, often 
through their very ignorance of the 
“machine.” If you say that it will 
need oiling, it is a sure sale for an oil 
can as well as the oil. One of the 
patent polishing cloths, too, is pretty 
sure to appeal to the owner of a 
brand-new glistening cleaner. 

There is good, sound money to be 
made from the sale of each and all of 
the great army of modern household 
time and labor-saving devices, and at 
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the head of the list stands the mod- 
ern substitute for the old dust-rais- 
ing method of cleaning. From the 
first woman in the first home who 
went to the first hardware dealer in 
his first store there has been money 
in selling whatever she happened to 
want. Give her the habit by having 
whatever it may be, for she is going 
to get it somewhere. 

In giving the woman of the local- 
ity the habit of coming to the hard- 
ware store, one of the most unfail- 
ing and effective methods is a stock 
of the little talking points which are 
often overlooked. The housewife’s 
time is filled with little things, they 
confront and often exasperate her 
every hour in the day; she cannot get 
away from them. What would seem 
unimportant and trivial details to the 
salesman may be just the little par- 
ticular annoyance which his prospec- 
tive customer faces every day, and 
the little feature which will elimi- 
nate it would prove the determin- 
ing factor in the sale. Suppose, for 
example, that she has entirely dif- 
ferent carpets—Wilton and Ingrain. 
Tell her how to go very slowly over 
the heavy, dense velvet to allow the 
suction to work, and swiftly over the 
more open weave of the ingrain. 
Tell her how to make her pillows and 
cushions fluffy and light by “blow- 
ing.” Details will suggest themselves 
according to the customer’s life and 
belongings. Perhaps she has old- 
fashioned furniture and does not un- 
derstand how to tip the nozzle to get 


It is not a bad 
plan to sell kitch- 
en sanitation at 
this time of the 
year. The house- 
keeper is looking 
for something of 
the kind and she 
will be in_ the 
cleaning mood, if 
she is the kind 
of a housekeeper 
who is seriously 
considering a vac- 
uum cleaner 
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This novelty window with the pudgy policeman gracing the center attracted much attention and hence vacuum 


underneath where much dirt lies. 

If I were a dealer I should spend 
little time trying to convince a woman 
that she wanted a vacuum cleaner, 
for that is already an established 


cleaners were placed in the limelight 


fact. Devote the time and energy to 
telling her what it will do in her 
hands—how she can clean the cellar 
and the dust bin and then go to her 
best laces and satins. There is a cor- 


ner in every housewife’s heart where 
she wants a vacuum cleaner, and it is 
only up to the dealer to tell her just 
how easily she can get it. It 
worth his while. 


is 





You can make an art window with vacuum cleaners provided you do not crowd them too full. This is a particularly 
large window and there are but three complete cleaners exhibited 





Now We Have the Horseless Horseshoes 


The Old Game of Quoits Has Been Remodeled and 
Is Now Horseshoe Pitching So Bush & Handwerk, 
Joliet, Ill., Dealers Are Catering to Its Enthusiasts 


LONG about the ninth century 
A iron horseshoes were intro- 

duced into Europe and were 
taken to England by the Normans. 
For centuries the horseshoe maker’s 
art had great honor in both France 
and England, and France might have 
had still greater honor in the twen- 
tieth century if Georges Carpentier 
had only introduced a miniature 
horseshoe into America, in each mitt, 
when he faced the Bearcat in Jersey 
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ized, and every year, in Florida, 
horseshoe-pitching contests bring ex- 
perts from all parts of the country, 
and the games are watched by thou- 
sands of people. 

J. H. Handwerk of Bush & Hand- 
werk, Joliet, Ill., is an enthusiast 
for horseshoe pitching. The Bush 
& Handwerk store is what J. H. calls 
a farmer’s store. He knows all the 
farmers around Joliet, and is fully 
posted on their respective abilities 


In Joliet, Ill., horseshoes are advertised for the pitching pastime. Bush 
& Handwerk report that business is brisk in this line of sporting goods 


City recently. Eleven centuries have 
seen the iron horseshoe evolutionized 
into the O’Sullivan variety that some 
mounts wear, while the old-time shoe 
is still regarded as an evidence of 
good luck and is to be found decorat- 
ing the kitchen door until it drops 
on father’s foot. 

While city folks adopt golf and 
baseball as their chief pastimes, the 
farmer has come into his own with 
a. gi that is gaining greater na- 
Knaprominene that of regula- 
tion-firseshoe_pitching. Rules have 
been drawn up, weights standard- 





to produce “ringers” and “leaners” 
in a pitching contest. 


Displayed Horseshoes 


Happening to pass the B. & H. 
store recently, I noticed a display of 
horseshoes in the window which 
struck me as somewhat novel, so I 
went inside to inquire what hopes 
they had of selling horseshoes in 
Joliet. 

“We’re selling ’em to farmers,” 
said Mr. Handwerk. “City folks have 
no time for horseshoes, with their 
movies and dances and so on, but get 


52 


a bunch of farmers together, say at 
a fair, for example, and I’ll tell the 
world a horseshoe contest arouses 
more interest than a world’s series. 

“Standardization of horseshoes is 
following the course that baseball, 
golf and other sports did. In other 
words, baseballs and golf balls were 
made a regulation size so that every- 
one could start on a fair basis. 

“In the past, horseshoe contests 
meant that the farmer could use any 
old shoe, stand any old way, etce., 
and there was a heap of argument 
all the time. The formation of the 
National League of Horse Shoe 
Pitchers, which drew up 22 rules for 
contests, has brought the game into 
greater prominence. Shoes must 
weigh from 2 lb. 3 oz. to 2 lb. 8 oz., 
with intervening sizes varying 1 oz. 
in weight. 

“We took on a line of drop-forged 
horseshoes because the farmers 
around Joliet are taking pitching 
seriously. So far we have sold 
many shoes—both single and in sets 
of two. We also sell case sets, which 
consist of a neat, durable leather- 
trimmed case, carrying two sets 
(four) shoes and one pair of stakes. 
The majority of the farmers around 
here prefer a shoe weighing about 2 
Ib. 6 oz. 


Getting the Farm Trade 


“Most of our business is done with 
the farmer, therefore it was very 
logical for us to sell a sporting out- 
fit that’s a sure seller. Come into 
cur store any Saturday afternoon or 
evening and you'll find our place half 
full of farmers and their wives. 
Some of them come in if only to 
leave a package for us to take care 
of. 

“If anybody doesn’t think horse- 
shoe pitching is exciting, let him go, 
as I did, to Florida during the win- 
ter and see the contests there. A 
stadium, accommodating several 
thousand people, is full every day, 
and if you want to see the games, 
you have to be on the job bright and 
early, often an hour ahead of time. 
There the games are conducted with 
perfection—courts properly laid out, 
judges at each stake and a score- 
keeper.” 
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Selling Good Will With Every Package 


Making Friends from Casual Customers Is One of the 
Best Ways to Build Up a Busy Business—Good Will and 


Personal Appearance as Valuable Assets for the Store 


UST as the individual has a 

personality which attracts or 

repels, so does a store have an 
atmosphere which invites or ex- 
cludes. 

And just as a person has a repu- 
tation which is an asset or a han- 
dicap, so does a store have a stand- 
ing which helps or hurts. 

The only thing which you, as a 
merchant, have that no one else 
can duplicate is the atmosphere and 
reputation of your store. 

Theoretically, at least, it would 
be possible for some one or a group 
of men to open in Chicago a store 
just as well located, just as big 
and just as well stocked as the fa- 
mous Marshall Field store. But 
no money can buy the reputation 
of that store. It’s intangible, but 
it’s real, and it has been built up 
through the years. 

The atmosphere of a store exerts 
its influence on the customer long 
before salesmanship has its chance. 
Suppose you step into a store to 
buy a new fall suit of clothes. No 
one greets you at the door. Sales- 
men seem to be engaged in arrang- 


ing stock. You are ignored for a 
moment or two. Later someone 
meets you. His manner is austere. 


There is no warmth in him nor in 


the store. You may buy, but it 
will be in spite of these things and 
not because of them. 

If you enter another store, which 
smiles at you with the brightness 
of its fixtures and the neatness of 
its stocks, and the salespeople seem 
real human and obliging, it is far 
more likely that you will buy, and 
it is a certainty that you will be 
better pleased. Your recollection 
of that store will be vastly differ- 
ent. Should you have occasion to 
speak of it, your remarks will be 
a good advertisement for the store. 
If you refer to the other place of 
business it will not be in a very 
complimentary manner. 

Selling Good Will 

When events make it wise to sell 
out a business, one element which 
is always included, as well as the 
cash register and the stock in the 
warehouse, is good will. It may go 
into the deal at $1,000 or $5,000. 
But it has a real value and it is 
always considered. Now, good will 
is the following you have built up, 
the confidence which you have cre- 
ated. And the atmosphere of the 
store goes a long, long way in 
making that asset a sizable one. 

Just what part does store fix- 
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tures play in giving a store atmos- 
phere? An important one, or else 
it must be conceded that there are 
many profligate merchants, for 
many stores are spending money 
daily to “keep up appearances,” 
and many others have made invest- 
ments which would be a real bur- 
den to the business, unless they 
have a money-earning value. 

The first impression a_ store 
makes is quite largely a question 
of fixtures. If they are neat and 
prosperous looking, permit a good 
display of the stock and lend an 
air of orderliness, your first feel- 
ing toward the store will be a 
pleasant one. If they possess the 
opposite characteristics, then your 
first impression will be an unfavor- 
able one. 


Personal Appearance 

Now, it is true that a solicitor 
may see me for the first time with 
hair hanging around his collar, his 
nails dirty, his tie askew and his 
clothes unpressed and still sell me. 
But it will be an up-hill job. I 
will feel less interested in him and 
more skeptical of his proposition. 
If, instead, he is neat and clean 
and well kept, I will at least not 
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be distracted by his appearance, 
and I will have a whale of a lot 
more confidence in him and his 
proposition. And I shall recall the 
transaction with a lot more pleas- 
ure than if the man’s personality 
was “bad.” 

Another important feature of 
good fixtures is the moral effect 
they have on the store personnel. 
It’s a hard matter to ask the sales 
force to take much interest in the 
neatness of a store that has old 
fixtures and is very difficult to keep 
inviting. But if the store breathes 
neatuess and cleanliness, has a 
pleasing atmosphere, it will only be 
natural to try to keep it that way. 

The Smith-Winchester store at 
Jackson, Mich., recently refixtured 
the store completely. The invest- 
ment was a large one and caused 
chaos for a few weeks, but the 
benefits which have followed are in- 
calculable. C. J. Watt, general 
manager, says there is no question 
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that it pays to keep a store invit- 
ing and that the dividends from 
the investment in better fixtures 
will be large and steady. 

Burke & Wright, Waukegan, 
boast one of the neatest stores, 
from a standpoint of fixtures, in 
Illinois. It pays, Frank Burke says. 

You like Foster & Stevens store 
at Grand Rapids just as soon as 
you see the shiny silverware and 
the brilliant cut glass in the front 
showcases. 


Stores Reflect Their Owners 


It is easy to see something of 
the character of the owner in the 
appearance of the store. Never yet 
have I met an up and doing, peppy 
hardware man when his store 
looked like the days of ’61, with 
some of the original dust still in 
place. And just as the character 
of the owner affects the appear- 
ance of his store, so does the ap- 
pearance of the store affect the 
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character of the owner and that of 
his staff. 

Before going into the refixturing 
expense deeply a hardware man 
will do well to get around and see 
other stores which have taken this 
forward step. The trip is bound 
to result in suggestions and ideas 
of a very valuable character. 

In the Churchill store at Gales- 
burg, Ill., some very fine fixtures 
can be found. In other places you 
will see the need for fixtures, but 
you can be sure that every well- 
equipped store you go into will offer 
its valued suggestion. 

Creating a good atmosphere in 
a store is so largely a question of 
the store’s physical appearance 
that no one will ever deny how im- 
portant it is to have the furniture 
worthy of the character of the 
business you are doing and in keep- 
ing with the volume which has been 
set up for the year’s goal. 





Displaying Bottles Properly 


During the past few years there 
has been an increasing tendency 
on the part of retail hardware mer- 


for bottling. The bottles are usually 
filled and labeled by the salesmen 
or warehouse boy in spare time. 





The table with 
the three circular 
shelves makes it 
handy for the 
salesman or the 
customer to see 
bottled oil or tur- 
pentine. There is 
less danger of 
other goods being 
spoiled in case a 
bottle tips over. 
Each shelf _ is 
larger than the 
one just above it 
so that none of 
the bottles are 
hidden. 

















chants to bottle such products as 
gasoline, linseed oil, turpentine, 
etc., in order to readily meet the 
demand for small lots. Naturally 
a higher price is obtained to pay 


There are also several items now 
handled by the hardware trade that 
come from the manufacturer in bot- 
tles ready for sale. 

The handling and displaying of 


such lines is usually a serious prob- 
lem. The bottles do not generally 
adapt themselves to the shelving, 
and fewer sales result from the 
carrying of sales stock in the rear 
room or basement. 

A Western dealer has solved this 
problem by the construction of the 
simply made wooden rack with cir- 
cular shelves as illustrated. The 
base is 2x 4 material and is mount- 
ed on ordinary casters. The center 
post is 4x4, spiked to the base 
and supported by steel braces. 
(Ordinary shelf. brackets will do 
equally well.) There are three cir- 
cular shelves of graduated sizes, 
the widest shelf being about 12 in. 
from the base. The distance be- 
tween the base and the intermedi- 
ate shelves is sufficient to accom- 
modate the larger sized bottles. 
The distance between the middle 
and top shelves is somewhat less, 
to accommodate the bottles of me- 
dium size. The smaller bottles are 
carried to the top shelf. The 
shelves are fastened to the center 
post by means of shelf brackets. 

The fixture is very simple, easy 
to assemble, and will soon pay for 
itself through increased sales. 


The American Gas Machine Co., 
Albert Lea, Minn., has recently an- 
nounced new prices for 1922 on their 
entire line. The new prices which 
represent a reduction of about 25 per 
cent on the entire line, became effec- 
tive September 15. 
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All Aboard for Atlantic City! 
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S in past years a hardware 
A special will be run from 

Chicago to Atlantic City on 
account of the thirty-seventh an- 
nual convention of the American 
Hardware Manufacturers and the 
National Hardware Association, 
to be held Oct. 17 to 22. The spe- 
cial will leave Chicago Sunday 
morning, Oct. 16, at 10.25 a. m., 
and is due in Atlantic City at 
12.45 p. m. Monday, Oct. 17. 

On account of the combining 
of the Automobile Accessories 
branch of the Association, this 
year’s convention is of special in- 
terest and is attracting a large 
number of western manufacturers 
and wholesalers who would not 
ordinarily attend. 

The Hardware Special, leaving 
over the New York Central, will 
be an all-steel train and an exact 
counterpart of the famous Twen- 
tieth Century Limited, the crack 
train of the N. Y. C. It will con- 
sist of a baggage, buffet, library 
car and standard Pullman sleep- 
ers, compartment sleepers, obser- 
vation car and three diners so 
that meals will be served with 


promptitude. 
It will be a personally con- 
ducted-all expense tour, the 
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rates including transportation, 
meals en route, ete. 

At Buffalo the train will go 
over the Lehigh Valley tracks 
to Philadelphia, where the party 
will be met by buses and taken 
on a sight-seeing trip through the 
City of Brotherly Love. The ferry 
will be taken to Camden and a 
train of parlor cars will convey 
the party to Atlantic City. 


Looking Out the Window 


Scenically, the trip promises 
much, as there are many interest- 
ing things to note on the trip 
through Pennsylvania, among 
them being the Nesopeck moun- 
tain range, the Wyoming valley, 
the Susquehanna river, coal min- 
ing towns, a thirty-three-mile de- 
scent through the Blue Moun- 
tains, along by the Bethlehem 
steel mills and other points of 
real interest. 

Hand baggage will be checked 
through on the trip. Western 
delegates, not from Chicago, are 
asked to buy tickets to Chicago 
and then secure reservations for 
the special on through to Atlan- 
tic City. 

The line of travel will be in ac- 
cordance with the following 
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— Big Special Train Will 
~~ Carry Western Delega- 
tion from Chicago to 
the Convention City. 


schedule: 


Lv. Chicago ........ 10.25 a.m. (C.T.) Oct. 16 
Lv. Englewood ..... 10.37 a.m. (C.T.) Oct. 16 
Ly. South Bend.....12.20 p.m. (C.T.) Oct. 16 
Fl , eee 12.50 p.m. (C.T.) Oct. 16 
Lv. Kendallville .... 1.47 p.m. (C.T.) Oct. 16 
Lv. Toledo ......... 3.40 p.m. (C.T.) Oct. 16 
Lv. Cleveland ...... 7.20 p.m. (E.T.) Oct. 16 
Bite DUD cccccecacccs SID Gee) Cee, Ie 
Lv. Buffalo (Clinton 
MAN eedbvexieteaus 11.25 p.m. (E.T.) Oct. 16 
Lv. Camden, N. J..11.00 a.m. (E.T.) Oct. 17 
Ar Atlantic City, 
Becccccsscsscccdse mm GES.) Cet. 17 
The same old committee of 


past years is in charge, with Tom 
Usher as chairman assisted by 
Ned Swift, and Bobbie Jones. 
These gentlemen are working 
tirelessly to make the trip a de- 
lightful one, which no doubt it 
will be. 


Rates 

Ken- 

Chi- South Elk- dall- 

cago Bend hart ville 

lin Lower Berth. .$54.00 $50.50 $50.00 $48.50 
lin Upper Berth... 52.25 49.00 48.50 47.00 
2in Compartment. .115.00 108.50 107.50 104.00 
2 in Drawing Room 122.50 115.00 114.00 111.50 


Tole- Cleve- Buf- 

do land Erie _ falo 

lin lower Berth. ..$41.00 $35.00 $34.25 $28.00 

tin Upper Berth... 39.50 34.90 33.25 27.25 

2 in Compartment.. 87.50 74.00 71.50 58.50 
2in Drawing Room 92.50 


73.00 74.75 61.50 

Reservations should be made 
at once to insure accommoda- 
tions. Tickets may be obtained 
by writing to Tom Usher, 168 N. 
Michigan Avenue. 
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NATIONAL amin siaeaaion OF 
THE UNITED STATES AND ITS AUXIL- 
IARIES CONVENTION, Atlantic City, N. 
J., Oct; 17, 18, 19, 20, 21, 22, 2921. 
Headquarters, Marlborough-Blenheim. 
T. James Fernley, secretary-treasurer, 
505 Arch Street, Philadelphia, Pa. 

AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES AND ITS AUXIL- 
IARIES CONVENTION, Atlantic City, N. 
J., Oct. 19, 20, 21, 22, 1921. Headquar- 
ters Marlborough-Blenheim. T. James 
Fernley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 17, 18, 19, 1921. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 4106 
Woolworth Building, New York City. 

WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. H. J. 
Hodge, secretary, Abilene, Kan. 

PaciFic NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, 
secretary, Hutton Building, Spokane, 
Wash. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, 
Jan. 24, 26, 26, 27, 1922. @. EE: 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 





KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 
24, 25, 26, 27, 1922. J. M. Stone, secre- 
tary, Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Jan. 31, 
Feb. 1, 2, 3, 1922. George H. Dietz, 
secretary, 414-417 Little Building, Lin- 
coln. 

Iowa RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 7, 8, 9, 10, 1922. Exhibi- 
tion at the Coliseum. A. R. Sale, sec- 
retary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 
homa City, Feb. 7, 8, 9, 19, 1922. W. 
B. Porch, secretary-treasurer. Okla- 
homa City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922, 
Sharon E. Jones, secretary, 1814 Ful- 
ton Building, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 





nein De 


ee: ‘Sidi Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE AsSOo- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MIssouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND ein 
St. Louis, Planters Hotel, Feb. 21, 22, 
23, 1922. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Roanoke, Feb. 21, 
22, 23, 1922. Thos. B. Howell, secre- 
tary, Richmond. 

NEw YorRK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Winston-Salem, 
N. C., May 9, 10, H, 1922 T. W. 
Dixon, secretary-treasurer, Charlotte, 
N.C. 





New ‘England Association Hold Outing 
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The New England ais pene Hard- 
ware Association held its annuai 
fall outing at the Tedesco Country 
Club, Swampscott, Mass., Tuesday, 
Sept. 20, afternoon and evening, be- 
tween sixty and seventy attending. 

During the afternoon there was 
an 18-hole golf tournament, with 
forty contestants. A. Perly Chase, 
Chase, Parker & Co., Boston, was 
awarded vase donated by F. W. 
Brigham, Bethlehem Steel Corpora- 
tion, for the best gross score. The 
Loomis cup, which has been played 
for annually since Sept. 20, 1910, 
was won By R. M. Boutwell, Jr., 
Standard Horse Shoe Co., Boston 
and South Wareham, Mass., who had 
the best net score, and the presi- 





seatte, cup also was mone him. 
H. W. Stratton, Simonds Mfg. Co., 
Fitchburg, Mass., with the second 
best net score, was awarded the 
Greely-Gray cup, which has been 
played for continuously since 1911. 
To retain permanent possession of 
this cup it has to be won two years 
in succession. Mr. Stratton also was 
awarded a Stanley ferrostat bottle 
donated by Herbert Waldo Hays, 
Cambria Steel Co., Boston. T. E. 
Hoffman, John H. Graham Co., Bos- 
ton, and Arthur G. Beal, Alan Wood 
Iron & Steel Co., Boston, were tied 
with the third best net score. The 
latter won the toss and was awarded 
a watch chain donated by Wilbuzx 
Sargent Locke, Carnegie Steel Co., 
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cote. C. M. McKenna, Russell & 
Erwin Mfg. Co., New Britain, Conn., 
was awarded a silver pitcher given 
by the Standard Horse Shoe Co., as 
the most honest man in the turning 
in of scores. His net score was 166. 

Fred L. Avery, Avery & Saul, 
South Boston, president of the asso- 
ciation presided at the dinner follow- 
ing the golf tournament. He intro- 
duced as the chief speaker of the 
evening, Austin H. Decatur, Decatur 
& Hopkins Co., Boston, president 
National Hardware Jobbers Asso- 
ciation, who spoke on the value of 
associations. Harry L. Doten, Aus- 
tin & Doten, Boston, chairman of 
the golf committee, made the pres-: 
entation of prizes won during the 
afternoon. 





UN 


JMI 








EDITORIAL COMMENT 


Tue Most IMportTANnT MAN IN THE WoRLD 


HE customer is king in business to-day. 

Two years ago the seller dominated busi- 

ness —but that was two years ago. 

Right now the most important individ- 
ual in the world, to the merchant, is the man 
who buys or can be induced to buy his mer- 
chandise. 

For several years the customer has been more 
or less neglected. His value has been over- 
shadowed by price advances, merchandise short- 
ages and unprecedented demand. He became 
merely an adjunct to easy sales, and received 
the scant attention usually accorded an adjunct. 

That is one of the reasons why the sales 
volume has fallen. It is one of the prime reasons 
for the so-called ‘‘buyers’ strike.’ And yet— 
when the false bottom dropped out of the market 
the average merchant scratched his head and 
wondered why Bill Jones or Henry Brown was 
not giving him his former patronage. 

When your automobile does not run properly, 
when it refuses to climb a hill you immediately 
investigate. You look under the hood. Your 
store is your business automobile, and if it re- 
fuses to take the grade, be consistent and look 
under the hood. There may be engine trouble. 
It may need only a new spark plug or the cleans- 
ing of an old one. Whatever the defect, remedy 
it. You cannot carry a six-cylinder business 
up the hill of readjustment on three cylinders. 

You will probably find your trouble to be lack 
of organization—the tendency to handle every 
little detail of your business yourself. The poor- 
est store in the world is the so-called “one-man” 
store—the store whose success hinges on the un- 
certain element of one man. The door of mer- 
cantile success needs more than a single hinge. 

A store is only as good as its stock, plus its 
organization. A weakness in either element 


inevitably results in loss of customer confidence 
and a corresponding drop in sales. 

Investigate your business from the viewpoint 
of the customer. Turn the searchlight onto 
your store, your methods and your men. If you 
find that the points of customer contact need 
brightening, get busy, but place the blame where 
it belongs—on yourself. 

You will probably find your remedy in closer 
co-operation with your employees. Train the 
men who form the contact link between you and 
your customers. Above all, teach them the im- 
portance of the man who buys. It is easy to 
forget that your store was started primarily as 
a service station for customers. In some cases 
the methods employed seem to indicate that it 
is conducted for the benefit of everybody except 
the customer. 

Too many merchants have let the easy selling 
of the war period blind them to the fact that 
their store needs customers far more than cus- 
tomers need their store. The man who buys 
your merchandise can obtain the same items at 
as good or better prices elsewhere. People 
trade with you from choice—not from necessity. 
They trade elsewhere for the selfsame reason. 

The restoration of sales volume to-day means 
going over the neglected fields of yesterday. It 
means searching out and reviving the business 
of old customers. It means the finding, the 
winning and the holding of new customers. 

Make the object of each sale the satisfying 
of the purchaser, and through that satisfaction 
the attracting of new purchasers. Once you 
have solved the problem of making people want 
to buy from you, when they buy at all,syou have 
paved the way to a successful, prosperous and 
permanent business. The key to the present 
situation is the customer. 
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Battle Royal Over Smoot’s Sales Tax Bill 


Unexpectedly Strong Backing from 
Manufacturers for Three Per Cent Tax 
Measure—Revenue Bill Now Up in Senate 
By W. L. CROUNSE 


Washington, September 26, 1921. 
BATTLE royal is being staged 
A on the floor of the Senate to 
bring about the substitution 
of the so-called manufacturers’ sales 
tax bill, framed by Senator Reed 
Smoot, for the revenue revision bill 
which has already passed the House 
and which is now under considera- 
tion in the Senate. Arrayed against 
the Smoot project are the forces 
of the Senate Finance Committee, 
the most influential parliamentary 
unit in this or any other country, but 
the Utah Senator, though his con- 
gressional followers are few, awaits 
the final struggle calm-eyed and un- 
afraid. 

While the Smoot bill, which I de- 
scribed briefly in the issue of 
HARDWARE AGE of September 8, em- 
braces a number of provisions de- 
signed to simplify the collection of 
the Federal revenue, its most im- 
portant feature is a 3 per cent man- 
ufacturers’ sales tax to be imposed 
only on finished products and is 
safeguarded so as to prevent dupli- 
cate taxation or pyramiding. The 
author of this interesting bill is 
confident that it would produce no 
less than $1,200,000,000 in revenue, 
a sum large enough to justify 
Congress in repealing the excess 
profits tax, fixing the maximum sur- 
tax on individual incomes at 32 per 
cent, maintaining a 10 per cent rate 
on net corporation profits, and re- 


taining the tobacco taxes and the 
estate tax of the present law. 


Would Produce a Surplus 


. Figuring in the Treasury De- 
partment’s estimate of $340,000,000 
to be received through the payment 
of back taxes, $200,000,000 from the 
salvage of war material, and $75,- 
000,000 from the tax on alcoholic 
beverages, the total receipts under 
the Smoot bill are estimated at ap- 
proximately $3,895,000,000, or sub- 
stantially more than the Treasury 
Department is demanding in con- 
nection with the current revenue 
revision. 

If you should casually drop into 
Washington and circulate about a 
little in the hotel lobbies and the 
corridors of the Capitol, you would 
be surprised to hear a great deal of 
favorable comment on the Smoot bill 
from the representatives of numer- 
ous manufacturing industries. Just 
why these shrewd business men 
should be in Washington asking 
Congress to impose upon them what 
is equivalent to a 30 per cent in- 
come tax on top of the 10 per cent 
corporation tax—for the average 
manufacturing concern in these days 
is rarely able to show a profit of 
more than 10 per cent on its output 
—would be something of a mystery 
unless you analyze the situation 
with respect to the provisions of the 
existing revenue laws. 
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A little figuring, however, will 
show you why some, at least, of the 
champions of the Smoot bill are in 
favor of the 3 per cent manufactur- 
ers’ sales tax as a substitute for a 
lot of the miscellaneous taxes pro- 
vided by the war revenue law. 
Anybody can see through a grind- 
stone if it has a hole in the middle, 
and this hole is big enough for sev- 
eral people to look through at once. 

If you listen to what goes on in 
Washington corridors you will find 
that the leaders in advocacy of the 
Smoot bill are the automobile pro- 
ducers, the sporting goods manufac- 
turers, and the big furriers who 
make the luxurious wraps which 
men and women of wealth are wont 
to refer to as “necessities” in their 
letters to Senators and Representa- 
tives. There’s a reason. 

Under the provisions of the pend- 
ing revenue bill as passed by the 
House, there is a tax of 5 per cent 
on automobiles, motorcycles, acces- 
sories, tires, etc., which of course 
would be reduced to 3 per cent 
should the Smoot bill pass. Here, 
then, would be a net saving of 40 
per cent in the present rates of tax. 


How It Affects Sporting Goods 


The present law imposes a tax of 
10 per cent on sporting goods which 
the House reduced to 5 per cent with 
certain exemptions covering baseball 
and football paraphernalia, etc., etc. 
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The Senate Finance Committee has 
stricken out the exemptions, leav- 
ing the 5 per cent flat rate on all 
sporting goods which the Smoot bill 
would cut to 3 per cent. 

Under the present law manufac- 
tured furs of all kinds pay a tax of 
10 per cent which Mr. Fordney and 
his colleagues cut to 5 per cent, ex- 
empting certain cheap fur coats de- 
signed for people in moderate cir- 
cumstances living in our rigorous 
northern latitudes. The Senate 
Committee has put the rate back to 
10 per cent, or more than three 
times the Smoot rate. 

It is hardly necessary to proceed 
further in order to understand: the 
reason why certain interests are 
favoring the Smoot bill, but there is 
another consideration which is 
bringing into line with the Utah 
Senator’s project many business 
men whose products are not now 
especially taxed by the revenue laws. 
This consideration may be briefly 
summarized as follows: 


No Further Legislation Wanted 


Farsighted business men fear 
that until a revenue law is passed to 
provide sufficient money to meet all 
the current obligations of the Gov- 
ernment there will always be danger 
of further legislation. It is therefore 
felt to be a wise policy to enact a 
uniform tax that will rest equitably 
upon all industries and not discrim- 
inate against any line of production. 

Such a tax could be collected at a 
minimum of expense and being im- 
posed on all producers would give 
no one an advantage over a business 
rival. Furthermore, while public 
sentiment is now strongly averse 
to any attempt to raise prices, no 
matter by what excuse it might be 
bolstered up, it goes without saying 
that the country would readily ac- 
cept a general boost averaging 3 per 
cent in the cost of all lines of mer- 
chandise if it were distinctly under- 
stood that the increase was due to 
the passage of a Federal law which 
incidentally lifted many vexatious if 
not destructive burdens. 


Automobile Men First in Line 


The manufacturers of automobiles 
have been first to get into line for 
the Smoot bill. Believing that it 
will not only eliminate the irritating 
nuisance taxes which now confront 
automobile owners when purchasing 
accessories for their cars but that it 
will also have a stimulating effect 
on all industry and help to solve the 
menacing national problem of unem- 
ployment, the American Automobile 
Association, comprising about 700 
State and local clubs has gone on 
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record for the Smoot plan. 
Admitting there is a selfish in- 
terest to be served in seeking the 
elimination of the nuisance taxes, 
the A. A. A. directors are quite 
emphatic in declaring their associa- 
tion’s decision was prompted with 
little consideration of this feature. 
The main motive in indorsing the 
manufacturers’ tax is to give to the 
business men of the country just 
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what they themselves feel is needed 
to set in motion the wheels of in- 
dustry that will give employment 
to more than 5,000,000 now idle 
men. 

In going on record in favor of the 
manufacturers’ tax, the A. A. A. be- 
lieves that this form of taxation will 
not only help to solve the unemploy- 
ment problem, but it would be less 
costly for the Federal Government, 
more easily assessed and more com- 
pletely collected, more understand- 
able to all the people, less irritating 
and provide a more equitable dis- 
tribution of taxation. 


All Special Taxes Should Come Off 


The A. A. A. also takes the stand 
that the day of discriminatory spe- 
cial taxes which were imposed dur- 
ing the war for the purpose of re- 
stricting production, has passed, and 
the taxes which were leveled par- 
ticularly at non-essential enterprises 
during the war ought to be repealed 
for the reason that to-day there is 
no non-essential industry. 

In a communication sent to its 
affiliated clubs the A. A. A. says in 
part: 

“Unquestionably the most serious 
condition confronting our country 
to-day is that caused by more than 5,- 
000,000 persons out of employment. 
Any action that will tend to relieve 
this condition by putting this vast 
army back on the job deserves im- 
mediate impetus. Unless this prob- 
lem of unemployment is met 
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promptly and effectively, we are go- 
ing to experience dark days unpar- 
alleled in our nation’s history. 

“Hungry people may be _ fed 
promises but they can not subsist on 
them. Promises must be followed 
by action; action must be followed 
by employment; employment will be 
followed by food. Then comes pros- 
perity and contentment. That is 
what we want. 


Situation Must Be Relieved 


“There is a real reason back of 
this unemployment. This reason is 
definitely known and can be reme- 
died. We can and must do our part 
to bring relief. 

“To relieve the present situation 
it is imperative that all the wheels 
of industry are put in motion with- 
out delay. Our foremost industrial 
and commercial leaders believe this 
can be accomplished by the proper 
sort of taxation. 

“They favor and have indorsed 
what is known as a manufacturers’ 
tax and contend that the adoption 
of this tax will at once abolish many 
of the present annoying and dis- 
criminatory taxes which were en- 
acted primarily for the purpose of 
restricting certain production dur- 
ing the war and which are now do- 
ing more to curtail and to limit 
business activities than all other 
causes combined. 

“If a form of taxation that is 
favored and indorsed by a majority 
of our industrial and commercial 
leaders is what is needed to bring 
better times, let’s have it. This is 
not a question of politics, but rather 
one of principle, which needs to be 
understood and driven home before 
the first blows of winter are upon 
us. 
“Personal interest and prompt ac- 
tion are necessary by everyone if we 
are to get out of our present busi- 
ness depression this year. Fewer 
resolutions and less expert control 
with more sound business practice 
will bring relief. Let’s all get busy 
and help put it over.” 


Manufacturers’ Conference Favors Bill 


Senator Smoot’s bill has been in- 
dorsed by a conference, said to rep- 
resent fifty different industries 
throughout the United States, held 
here during the past week. Fol- 
lowing the conference, a delegation 
headed by President J* E. Edgerton 
of the National Manufacturers’ 
Association adjourned to the Capitol 
where they were informally received 
by a half-dozen Republican members 
of the Senate Finance Committee, 
before whom they laid an urgent re- 
quest for the substitution of the 
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_— bill for the House revenue 
ill. 

Notwithstanding the support the 
Smoot bill has developed, the Fi- 
nance Committee refused to in- 
corporate it in the revision measure, 
whereupon its author notified his 
followers that he would make the 
fight of his life to secure its substi- 
tution on the floor of the Senate for 
the measure as reported by the 
Finance Committee. 


Finance Committee Changes House 
Bill 

In reporting the House revenue 
revision bill to the Senate many 
changes were made by the Finance 
Committee and it is a foregone con- 
clusion that the bill as finally agreed 
to will be perfected by the Confer- 
ence Committee, which will consist 
of five members each of the Ways 
and Means and Finance Committees. 

While the Finance Committee in 
amending the House bill accepted 
the Ways and Means Committee’s 
provision repealing the excess profits 
tax to take effect January 1 next, 
and also confirmed the House pro- 
vision reducing individual income 
surtaxes to a maximum of 32 per 
cent, it made an important change 
in the House proviston respecting 
the transportation taxes. The House 
bill provided for the repeal of the 3 
per cent freight tax and the passen- 
ger tax of 8 per cent, effective Jan- 
uary 1, 1922, but the Finance Com- 
mittee recommend that only a 50 
per cent cut be made in these rates 
next January, and that the re- 
mainder of the tax be taken off 
January 1, 1923. 


Controversy Over Sporting Goods 

The sporting goods schedule 
proved a storm center. The House 
reduced the rate on these goods to 
5 per cent, and exempted baseball, 
football, and other paraphernalia, 
skates, snow shoes, toboggans, etc., 
but the Senate Committee, for rea- 
sons of its own voted a flat rate of 
5 per cent without exemptions. 

Notwithstanding the pleas of hos- 
pitals and other public institutions 
for the repeal of the tax on portable 
electric fans, which the House 
agreed to, it was decided by Senator 
Penrose and his colleagues to restore 
the rate on these articles. The Fi- 
nance Committee also decided to re- 
impose the rates of the existing law 
on motor boats, yachts, etc., which 
the House had reduced. 

Perhaps the most amazing change 
made by the Finance Committee in 
the House bill was the restoration 
of the tax on bath soaps, tooth 
pastes and other dentifrices, which 
the House Committee had struck out. 
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Just why a burden should be placed 
on these absolute necessaries of life 
is hard to conceive. Senators are 
fully alive to the importance of per- 
sonal cleanliness, and thousands of 
dollars of the people’s money is an- 
nually expended in maintaining lux- 
urious Turkish baths and barber 
shops for their convenience and 
comfort. 

Experienced observers of affairs 
at the Capitol are disposed to believe 
that the Senate restored the taxes 
on sporting goods, fans, soaps, etc., 
in order to have something to trade 
with when the bill reaches the Con- 
ference Committee, to which it will 
be sent after its passage, for the 
purpose of harmonizing the divers 
provisions of the House and Senate 
drafts. 


Douglas Is Optimistic 

The measure of the country’s 
volume of business and of its com- 
mercial welfare in the future is to 
be found in the demand for farm 
products and their consequent 
prices, says Archer Wall Douglas, 
chairman of the Committee on 
Statistics of the Chamber of Com- 
merce of the United States, in his 
monthly review of crop and business 
conditions. All barometers can be 
sent to the scrap heap, says Mr. 
Douglas. 

“The story,” says Mr. Douglas, 
“is much the same everywhere; a 
partial and unequal harvest; plenti- 
ful returns in close juxtaposition 
with parched and burnt up fields; 
prices and demand for farm prod- 
ucts that are far from satisfactory 
to the producers. Yet these same 
products are seeking a market 
wherever they can find it that the 
obligations of the farmers may be 
discharged. There is an abundance 
of foodstuffs in the country despite 
small yields in some grains. 

“Sustained higher prices for cot- 
ton mean an amount of business in 
the South that can come from no 
other cause. Nor does it seem to be 
likely that there will be that fatal 
and futile holding of cotton for pos- 
sibly higher prices that character- 
ized the previous season. The mem- 
ory of that desperate mistake and 
its enduring consequences are too 
recent to bring its repetition. 


Cheering Outlook for South 

“If there is a demand of anv 
moment, foreign and domestic, from 
now on—and this at least seems 
likely—the greater portion of the 
carry-over of cotton in this country 
will have been practically used up 
by July of next year. With general 
business and readiustment on the 
ascending scale, at home and abroad, 
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we shall be facing a situation where 
the greater part of the world’s sup- 
ply of cotton will depend upon the 
growing crop in this country. What 
such a contingency means to the 
prosperity of the South sounds too 
optimistic to be put in cold print. 

“A new phase of the situation al- 
ready finds expression, not only in 
widespread more cheerful feeling in 
the South; but also in somewhat 
freer buying. This is true likewise 
in the grain regions where farmers 
are liberally marketing hogs, wheat 
and corn. 

“The commercial world, however, 
will not reap as much benefit from 
this as surface indications seem to 
promise. A very considerable pro- 
portion of the money the farmers 
receive for their products will go to 
settling the obligations carried 
over. In some sections when banks 
and dealers have been satisfied there 
will not be much left for the farmers 
for new purchases. Yet, when all 
has been said, the situation will be 
far better than at present.” 


We’re Getting To Be Thrifty Nation 


Treasury Department records in- 
dicate that thrift has found a firm 
foothold in America. Figures made 
public by the Savings Division show 
that, despite the economic depres- 
sion and unemployment, the savings 
of small investors throughout the 
United States total approximately 
$27,000,000,000, or, taking the pop- 
ulation at 108,000,000 a per capita 
savings of about $250 for each man, 
woman and child in the nation. 

Of this vast sum of working dol- 
lars, $21,000,000,000 is invested in 
Government securities, while the 
other $6,000,000,000 is represented 
by deposits in more than 30,000 sav- 
ings banks. To the holders of Third 
Liberty Loan Bonds, included in the 
investments referred to, the Govern- 
ment, on the 15th instant, paid in- 
terest amounting to more than $77,- 
000,000. At the same time, the hold- 
ers of these securities are being in- 
vited by the Savings Division to 
re-invest their interest money in 
Thrift Stamps and War Savings 
Stamps with the view of keeping as 
much as possible of this money at 
work. 

Government war issues are held 
mainly by persons of small means, 
according to Treasury officials. No 
lesson which came out of the war 
was more thoroughly learned than 
that which inculcated in the wage- 
earner the habit of systematic sav- 
ing. The seeds planted during the 
great national emergency are now, 
during the post-war period of re- 
adjustment, beginning to bear fruit. 
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The Human Appeal in Washer Ads—A Store Paper Within a News- 


paper—Unique Single Column Ads—Featuring Reductions on Guns 


A “Different” Ad on Service 
No. 1 (1 col. x 5 in.) 

This ad, used by R. J. Atkinson, 
Brooklyn, N. Y., is a real piece of copy 
on service. It states truths that are as 
plain as daylight, yet seemingly not 
plain enough for some folks to see and 
appreciate. But the thought of service 
is so well expressed that when one 
finishes reading this ad, he mentally 
agrees with the writer. If every one 
of us had nothing but money in view 
when doing our work, there would not 
be very much worth-while work done or 
pleasing service performed. 


SREP 
What Are We Here For ? 


If making money was our whole ob- 
ject of being in business, life for us 
would become a mean grasping exist- 
ence. If the sole interest a Doctor 
had in you was to make money how 
uncomfortable you would be when un- 
der his care. We believe that most 
people put service ahead of money. 
We maintain our establishment for 
service to you. We try and make that 
ervice so attractive to you that you 
yill appreciate our efforts and use the 
facilities we afford to you by main- 
taining an assortment of Hardware, 
Paints, Auto “Supplies and the vari- 
ous cooking utensils and labor saving 
devices that-are used in every home. 
Our best efforts are used in seeking 
such .goods as we know are reliable 
and of good value for your selection. 
This is the real reason of our exist- 
ence. Our policy during the past twen-| 
ty-five years has proven.to us that| 
this style of merchandising is the kind 
most people want. It was never need- 
ed more than it is today with the up 
set market conditions. Make us your 
buyers in our line of merchandise and. 
you will be sure of good values. 


R. J. ATKINSON 


Hardware 1334 Broadway 
*Phones 6461-6462 Bushwick 
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3. A store paper in form of an ad 


The heading of this Atkinson ad at- 
tracts attention right away, and inas- 
much as no sub-display explains the 
heading, the reader is compelled to dig 
right into the text matter. 

The ad has a wholesome, refreshing 
tone and makes one want to make the 
Atkinson store headquarters for hard- 
ware. It pays to run store policy ads 
of this character. They shed personal- 
ity about your establishment and prove 
to the reader that your business is run 
largely to please the ultimate consumer. 
In New York City, John Wanamaker 
has had notable success with small 
blocks of this kind of copy inserted in 
his large ads. 

Last Call 
No. 2 (1 col. « 6% in.) 
Here is another Atkinson ad devoted 
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for Canning 


to needs for canning. The opening talk 
in this ad is a bit different from the 
usual canning announcement and it is 
worth filing away if you do not intend 
to use any more canning ads this season. 

The bottom half of the ad introduces 
a low-priced steel tack hammer and 
three items for motorists. 

Reduction on Guns and Ammunition 
No. 3 (2 cols. « 9 in.) 

This ad was sent us by F. J. Rosen- 
wald & Son, Bellingham, Minn., and 
features a fine lot of items for the fall 
sportsman. It is fortunate that at this 
time the Rosenwald firm can announce 
a reduction in prices. This announce- 
ment is bound to stimulate business in 
guns and ammunition even at a time 
when this class of trade is brisk. 

Each model gun is quoted at a special 
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cash price and cash prices are also fea- 
tured on shells and shot, as well as 
hunting coats and game carriers. 

Inasmuch as the Minnesota hunting 
season opens Sept. 16, the announce- 
ment of lower prices on hunting needs 
before that date is certainly strong 
publicity. 

The ad was prepared by H. A. Rosen- 
wald, who looks after the firm’s adver- 
tising. 


A New Store Paper 


No. 4 (4 cols. x 8 in.) 

We have, from time to time, shown a 
type of store paper represented by the 
N. H. S. News, reproduced herewith. 
This sort of a store paper is published 
as an ad in the newspaper, but in 
every other respect retains its identity 
as a store paper. 

This September number of the N. 
H. S. was sent us by P. W. E. Hart, of 
the National Hardware Stores, Inc., and 
is the style adopted for the firm’s pub- 
licity. 

We like the make-up of this 4-col. 
store paper very well. It is strong, easy 
to read, and allows the presentation of 


Canned Summer 
Goodness 


How delightful it is to open a jar 
of canned ‘peaches on a cold winter’s 
day and be reminded of the goodness 
of Summer. Home Canning has a 
goodness all its own. Much of the 
success of canning comes from using 
good jars and good jar rings. Our jars 
are from the best makers only: 





Y Pint Glass Top Jars ........ $1.10 
1 Pint Glass Top Jars ........ 1.25 
1 Quart Glass Top Jars ........ 1.39 
2-,Quart Glass Top Jars ........ 1.89 
1 Pint Mason Jars ........... 98 
1 Quart Mason Jars .......... 1.19 


Good Luck Jar Rings 


-—are made: of rubber of just the right 
thickness to properly seal your jars. 
Good Luck always attends them. Here 
at 10c a dozen. 


Steel Tack Hammer 
One should be in every home ..... 10c 


Thousands of Automobilists 
—are riding with safety and comfort 
on Globe hand made tires. What has 
proven good for others will prove good 
for you. 

30x3!/2 Safety Tread Globe Tire, $12.60 

Other sizes are as proportionately 
low priced 


Ford Pet Gauge Wrench, for your oll 
cocks Oc 


Set Socket Wrenches. Special 


ee ee | 


$1.50 


R. J. ATKINSON 


Broadway 
Hardware at Quincy St. 
’*Phones 6461-6462 Bushwick 


2. Well written combination ad 
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Hunting Season 


LOWER PRICES ON 
| “Winchester” and “Remington U M C” 
Guns and Ammunition. 


Our Prices have been greatly Reduced from last year. 
Buy Now! We ¢an save you money if you buy your equip- 
ment here. 


Opens Sept, 16. 









































Winchester 
Repeater 
; Hammerless 
Winchester Repeater, Model 1897 Take Down 
Take Down 12 Gauge Now, Cash 
New Cash Price $44.75 $53.00. 
The New -—_ 
Remington | Be 
20 Gauge Remington Repeater 12 Gauge Take Down 
Pump Gun New Cash Price $55.50, 
atapalan Single and Double Barrel Shot Guns 
$47.80 $12.00 up to $24.00. 
ata Meuting Cand 
$3.80 up. 
Caps. 
Remington Automatic—Ribbed barrel Se and $1.75 
(slightly used) with genuine leather case [ame Carriers 
Cash Price $65.00. 25c. 














Buy Your Shells Now! 





Chilled Shot, 12 Ga. 
Pér Box, $1.35. 
Case Lot, $1.25. Cash. 
‘Repeater’? Drop Shot 
Per Box, $1.30. 


‘Repeater’ or “Nitro Club” | 


“Teader’’ or “Arrow’’ 

| Chilled Shot, 12 Ga. 

| Per Box, $1.45. 

| Case Lot, $1.35. Cash. 
| “Climax’ Chilled Shot 
| Per Box, $1.35. 





Bellingham ‘Tes - 





F. J. ROSENWALD & SON, 


“Sportsmen’s Headquarters” 


Minn. 








4. Featuring reductions in guns 


quite a number of items. In this par- 
ticular issue, several panels are devoted 
to store policy talk and store news. 

The center panel, it will be noted, an- 
nounces the feature for the week. This 
is a good idea, as it keeps folks watch- 
ing for what you have to offer. 

The lettered firm signature is neat. 


A Powerful Appeal 


No. 5 (4 cols. x 15 in.) 

Here is an ad sent us by the Haynes 
Hardware Co., Emporia, Kan., and re- 
cently used by them in local news- 
papers. It is one of the strongest 
washer ads we have seen for some time, 
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and in another way it is unique—it has 
a real heart appeal. The idea of the 
tired housewife is not at all new, but the 
slant of this copy is well off the beaten 
path. 

The dearth of domestic help has 
brought about a situation in household 
affairs that many men have not fully 
realized. Their wives have gone back to 
the regular washday and not said much 
about it. But such an ad as this will 
awaken many husbands to the fact that 
to-day the need for a washing machine 
is imperative. All through the ad the 
text sounds a note that certainly gets 
under the skin of any man who cares 
about the welfare of his wife. There is 
no question that washing by hand is 
nothing short of drudgery, and with 
the many cares of the modern wife, it is 
often the last straw. 

We feel that a series of ads along this 
line will do more to boom washers than 
a series devoted to the mechanical pres- 
entation of the machines. 

One of the forceful features of this 
ad is the method of illustration. The 
artist has caught just the right facial 
expressions to tie up with the copy 
thought. When you use an ad of this 
kind, you must see to it that your 
figures “register” the proper expres- 
sion. It doesn’t make a very forceful 
ad to have the copy suggest one thought 
and the illustrations another. Tie them 
up tight. 


American Hardware in Belgium 


American hardware is meeting 
German and English competition in 
Belgium and in certain lines is more 
than breaking even. Carpenter tools, 
precision tools and garden imple- 
ments with handles are almost ex- 
clusively American for the reason 
that the Germans cannot yet produce 
these very well, having no raw sup- 
plies of this type on hand and none 
available for them. American files 
are underselling English files by 
about ten per cent, but the Germans 
are underselling both. In household 
and kitchen hardware Americans are 
being undersold. But, on the other 
hand, the American salesman is fac- 
ing practically no competition from 
any source in carpet sweepers, 
vacuum cleaners, and certain other 
specialties. Chains for bicycles, 
leather parts and certain other ac- 
cessories are in demand. And gen- 
erally American goods of all types 
are finding some sale because of 
their superiority as compared to the 
cheap hardware that is flooding not 
only Belgian markets but the mar- 
kets of all Europe. American ex- 
porters would be wise in pressing 
only their specialties in European 
markets as a whole at the present. 
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Did You Think: 
of HER this 
Morning? 





Do you réalize that tonight 
the tired muscles, the aching 
back, causing the lines to 
draw deeper into the face of 
your good wi‘e and help- 
mate, could be turned to 


smiles if you said: 


“Wife, it isn’t fair; we will have 
a One Minute Washer. It washes 
clean, and ‘quickly; it wrings after 
each water; it will do the work bet- 
ter than you can by hand and better 
than the washwomen you have been 
trying all summer.” 


“The terms are reasonable—it 
only means about 30 cents a day 
after the first ten dollar payment— 
and the price is only $78.50. We 
can saye that much on clothes in a 
year or two. 


“This washing problem has wor- 
ried me as it has you—we have tried 
every way and you finally came 
back to the old back-breaking 
method.” 


Mr. Husband — Have you 
stopped to realize that it. is 
not economy to make-a ma- 
chine out of a woman—you 


comes sometime. 


Every Home Needs a 


and terms liberal. 





'ARD 
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may save now, but payday 


GENE VASHER 


In. Town On the Farm 

Electrics Engine Powers 
Our prices are reasonable— 
$10.00 puts a One Minute in 


your home— 
Balance $10.00 a Month 


AYNES G 
618-622 COML. RE 105. 
REMSMSULNLNRNLNENSMSMANLNSNLM VIZ NSHSNSHSHSNSHS 





No wOnly $78.50 
$10.00 puts it in your home 
balance $10.00 a month 


HEMESHSWSMEYSNSNSMIN SNARE TNS SEVEN SMIN LHS EN EWEN EN EWEN SNS NENSMEM SHSM IWNSNENEN CHEW ENEH 


5. Strong appeal to sentiment 


Extensive Farm Credits 


When the House passed the Nelson 
Curtis Bill amending the Farm Loan 
Act to permit additional deposits of 
$25,000,000 in farm land banks by 
the Federal Treasury it removed the 
cloud from the business horizon of 
the entire Central and Southwest as 
well as the South. Chicago, as the 
clearing house for the agricultural 


portion of the country, heaved a sigh 
of relief. This act will improve all 
general business conditions in those 
districts. 


The Bowling Green Die & Tool Co., 
Bowling Green, Ohio, is planning to 
bring out a new line of electric washing 
machines that has been designed by 
R. L. Swartz, superintendent of that 
company. 
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Office of HARDWARE AGE, 
239 West 39th Street, 

New York, September 26, 1921. 

C ONTINUED activity characterizes 

the local wholesale market. Re- 

tailers report that store business 

is increasing and that since the first 

of September there has been noticeable 

improvement in contract business, build- 

ers’ hardware, mill supplies, paints and 
oils. 

The outstanding fact is that the 
mental attitude of both the wholesaler 
and the retailer is more substantially 
optimistic perhaps than at any other 
time during the past year. 

Retail stocks have been allowed to 
run down, and the reason for the pres- 
ent increase of demand is attributed by 
jobbers to the necessity on the part of 
the retailer of replenishing depleted 
stocks. 

Price changes still hold the center of 
interest in the local market. 

Jobbers report the following price 
changes: 

Stillson wrenches are now being 
quoted at 60 per cent off. 

Some of the local jobbers are now 
quoting hay knives at $16 per doz. 

Star hack saw blades are now being 
quoted at 30 and 10 per cent from 
standard list to 33 1/3 per cent. 

Steel tapes have declined approxi- 
mately 10 per cent. 

Ass skins measuring tapes are being 
quoted at 16 2/3 per cent off. 

Gilt edge nails have been reduced 10 
per cent. 

Vises have been reduced 10 per cent. 

Mower prices for 1922 are said to 
show material reductions. 

Steel letters and figures take a dis- 
count of 50 per cent. 

Yale latches, No. 042, are 
$23.65 per doz net. 

Coal sieves, 2 in., nest, $3.35 per doz. 

Corrugated saws, saw edge, takes a 
discount of 40 per cent. 

Zimmerman’s blind adjusters take a 
discount of 15 per cent. 

Common corner mangers are now 
quoted at $2.25 each. 

Agricultural steel goods prices for 
1922 show a reduction of about 10 per 
cent. 

Jobbers report the following an- 
nouncements from manufacturers: 

Indiana Glass Co., Dunkirk, Ind., is 


sold at 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEER’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 


NEW YORK 


expected to reduce prices on lemon ex- 
tractors approximately 10 per cent. 

J. L. Sommer Mfg. Co., Newark, N. J., 
has issued its new September price list 
No. 101, showing a reduction of approx- 
imately 10 per cent on its line of house- 
hold specialties. 

Thomas Jackson Son, Reading, Pa., 
has advanced prices on its line of soft 
fiber items 1c. per lb., effective Sept. 
21. 

The Oswego Tool Co., Oswego, N. Y., 
has made price reductions on its en- 
tire line. 

The Fabreeka Belting Co., Boston, 
Mass., has advanced prices on its line 
of belting. 

The Nitram Mfg. Co., East Orange, 
N. J., has advanced prices on its line 
of broom, rush and mattress twines. 

Clendenin Bros., Baltimore, Md., have 
reduced prices on their lines of nails and 
tacks. 

John B. Black, Chester, Pa., has re- 
duced prices on his line of bush hooks. 

The Osgood Mfg. Co. has reduced 
prices on its line of scales. 

The Trimer Scale Mfg. Co., Chicago, 
Ill., has reduced prices on its line of 
family scales. 

The International Silver Co., Meri- 
den, Conn., has made price readjust- 
ments on its chests and chests’ com- 
bination. 

Manufacturers of machine screw nuts 
have standardized dimensions on these 
articles and have issued new price lists 
which were adopted Sept. 15, 1921. 

North Bros. Mfg. Co., Philadelphia, 
Pa., have issued its new prices on 
freezers for the season of 1922, show- 
ing a substantial reduction. 

The Wooster Brush Co., Wooster, 
Ohio, will announce new prices showing 
a decline on or about Oct. 1. 

The Phoenix Caster Co., Indianapolis, 
Ind., has issued new prices, effective 
Sept. 20, showing a reduction of ap- 
proximately 10 per cent. 

The Patent Novelty Co., Fulton, IIL, 
has issued a revised price sheet dated 
Oct. 1 on its line of mail boxes, dust 
pans, bathroom fixtures and fire 
shovels, which applies to its latest cata- 
log, No. 7. 

Automobile Accessories.—Specialties 
and tools are active. Winter special- 
ties are beginning to receive attention 
from buyers. Stocks are in good con- 
dition. 
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Ash Sifters.—Demand is fairly brisk, 
stocks fair, prices firm. 

Jobbers’ quotations f.o.b, New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve, iron brace bands, $30 per doz. 
Crated, $33 per doz. 

Axes.—Although interest is mild, 
jobbers report slightly larger volume 
of demand, especially in suburban dis- 
tricts. Prices are firm. 


Jobbers’ quotations f.o.b. New York: 

House axes, ebony finish, 2% Ib., $12 per 
doz. 

“Fall City’ axes, 2% Ib., $13.50 per doz. 

Long Island handled axes, 2% to 2% Ib., 
$19.50 per doz. 

Second quality, 36-in. handle, 4 to 6 Ib., 
$19 per doz. 

Flint edge, Rockaway pattern, 4 to 5 lb., 
$20.75 per doz. 

Connecticut pattern, 
334 Ib., $19.50 per doz. 


Bolts and Nuts.—Price changes be- 
came effective during the past week, as 
noted herewith in bold face type. In- 
terest is good. 


Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % by 6 and 
smaller, 50, 10 per cent to 50, 10 and 5 per 
cent; longer and thicker, 45 and 10 per 
cent to 50 and 5 per cent. 

Machine bolts, % by 4 and smaller, 50, 
10, 10 per cent to 60 and 5 per cent; larger 
and thicker, 50 and 10 per cent to 50, 10 
and 5 per cent. 

Semi-finished hexagon nuts, fx and 
smaller, 80 per cent; larger and thicker, 
75 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, 40-5 
per cent; brass, 4/32 to 8/32 in., 75 per 
cent; 10/32 to 12/32 in., per cent; 
14/32 in., 60 per cent. 

Lock washers, 50 per cent. 

Togle bolts, steel, bright 
cent. 

Iron rivets, 60 per cent; 
rivets, 40 per cent. 

Stove bolts, 80 per cent. 

Builders’ Hardware.—Increasing in- 
terest is reported by local jobbers. 
Stocks are ample for all present de- 
mands. 

Cider Mills and Wine Presses.—In- 
terest has materially increased for these 
articles and retail sales are reported 
to be extremely active. Stocks are re- 
ported to be in good condition. 

Jobbers’ quotations f.o.b. New York: 

Cider Mills, junior size, $33 each net; 
medium size, $42.25 each net; senior size, 
$55 each net. 

Wine presses, popular sizes, range ac- 
cording to size, from $8.25 each net to $16.50 
2ach net. 

“Juicy Fruit’? wine and jelly press, 6-at., 
$5.35 each; 12-qt., $7.50 each. 


Coffee Mills.——Mild demand, steady 
prices, adequate stock. 


Jobbers’ quotations f.o.b. New York: 

Coffee mill, glass hopper, metal parts, 
japanned, holds 1 lb. coffee, $11 per. doz. 
Same, slightly different shape, $14.25 per 
doz. 


handled axes, 3 to 


finish, 60 per 


solid copper 


Cotton Gloves.—Jobbers report an 
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increasing demand, ample stocks, fair 
prices. 

Jobbers’ quotations f.o.b. New York: 

Cotton gloves, white canton flannel, with 
knit cotton wrist, light, $1 per doz. pair, 
net; heavy, $1.75 per doz. pair, net. Heavy 
weight white canton flannel, cuff lined, 
with heavy stiffened material, regular style, 
$1.75 per doz. pair, net; leather faced, $4 
per doz. pair, net. 

Farming Tool Handles.—Moderate 
demand, steady prices, good stocks. 

Jobbers’ quotations f.o.b. New York: 

Hay fork handles, bent, 5 ft., $4.75 per 
doz.; 6 ft., $7.25 per doz.; hay fork handles, 
straight, 5 ft., $4 per doz.; 6 ft., $6.40 per 


oz. 
Long handle manure fork handle, $4.20 


per doz.; woden D manure fork handle, 
$6.60 per doz. Six ft. rake handle, $5.90 per 
doz. 

Shank hoe handles, $2.20 per doz. Spade 
handles, $6.75 per doz. 

Malleable D spading fork handle, $5.45 


per doz., plus 5 per cent. Wooden D spad- 
ing fork handle, $6.60 per doz. 

Bundle lots 5 per cent off. 

Football Goods.—Suburban retailers 
report this line of goods is beginning 


to move. Jobbers seem satisfied with 
advanced sales. Prices are fairly 
steady. 


Garden Tools. — New prices are 


quoted herewith on garden tools: 


Jobbers’ quotations f.o.b. New York: 

First quality shank hoe, $7.94 per doz.; 
second quality, $6.92 per doz.; first quality 
socket hoe, $8.77 per coz.; second quality, 
$6.79 per doz.; mortar hoe, 9 in., 6 ft. 
handle, $10.80 per doz. 

Malleable rakes, 10 tooth, $3.75 per doz.; 
12 tooth, $4.10 per doz.; 14 tooth, $4.80 per 
doz.; 16 tooth, $5.25 per doz. 

Steel rakes, 10 tooth, $7 per doz.; 12 
tooth, $7.70 per doz.; 14 tooth, $8.45 per 
doz.; 16 tooth, $9.20 per doz.; 18 tooth, $9.85 
per doz. 

First quality steel bow rakes, 12 tooth, 
$9.75 per doz.; 14 tooth, $10.15 per doz.; 16 
tooth, $10.85 per doz. 

Second quality manure fork, 4 tine, wood 
D strap, $14.85 per doz.; competitors’ spad- 
ing fork, 4 tine, $9.68 per doz.; second 
quality spading fork, wood D handle, strap, 
$15 per doz. First quality, $16.10 per doz. 
Spading forks, 5 tine, wood D strap, $20.40 
per doz.; 3 tine hand cultivators, $7.40; 5 
tine, $10.20. 

Turf edgers, shank, $9.20 per doz.; socket, 
$10.25 per doz. 

Jobbers quoting 5 per cent Off bundle lots; 
extra concession 5 per cent business placed 
before October 15. 


Galvanized Ware.—Buying is erratic; 
prices negotiable for sheet and heavy 


stocks. 
Prices to retailers f.o.b. New York: 
Galvanized sheets, No. 28 gage, 
$5.25 per 100 Ib. 
Jobbers’ quotations f.o.b, New York: 
Galvanized pails, 8 qt., $2.35: 10 qt., $2.70: 
12 qt., $2.95;-14 qt., $3.30; 16 qt., $4 per doz. 
Galvanized wash tubs, No. 1, $7.85; No. 
2, $8.80; No. 3, $10.25; all per doz. 


Ice Scrapers—Orders for winter 
goods are increasing. Jobbers look for 
good sales of most staple winter mer- 
chandise. Stocks fair, prices firm. 


Jobbers’ quotations f.o.b. New York: 

Ice scrapers, solid shank. steel blade, 
rough finish, 6% x 5% in., 4 ft handle, $6.25 
per doz. Solid shank, extra quality, tem- 
pered steel blade, 7 x in., % in. pol- 
ished and painted blue, 4 ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy. 
7 in. blade, 6 in. deep, % in. polished and 
painted blue, 4 ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, 8 x 6 in. heavy iron ferrule, 
4% ft. handle, $10.40 per doz. 


Ice Skates.—Mild interest, 
stocks, firm prices. 


Jobbers’ quotations f.o.b. New York: 

Men’s and boys’ all clamp club skates, 
sizes 8 to 12 in., 91c. to $1.18. Men and 
boys’, all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 
11 in. Polished cast steel runners, $1.15 


$5 to 


good 
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Women’s and children’s clamp 

$1.40. Women’s and children’s 
hockey skates, russet leather back 
and strap, runners made of cast steel, 
nickel plated, $1.51 to $1.99. 


Jack Chain.—New prices are quoted 
herewith. Demand is mild. 


Jobbers’ quotations f.o.b, New York: 
Iron jack chains, 6 to 18, 40 per cent off; 


to $1.40. 
hockey, 
clamp 


19 to 24, 30 per cent off; brass 6 to 24, 
10 per cent; brass, safety, 40 and 10 per 
cent. 

Lanterns.—Interest is rather apa- 
thetic; prices steady. 

Jobbers’ quotations f.o.b. New York: 


Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
318.50 per doz. De Lite lanterns, $14.50 
per doz. Little Wizard lanterns, $11.25 per 
doz. Eureka driving lanterns, plain lens, 
$19 per doz. Watchmen’s mill lanterns, 
enamel finish, $25 per doz. Imperial plat- 
form lanterns, $9.75 each. 

Linseed Oil.—Price tendencies are 
reported downward. Little market in- 
terest is observable except for small 
lots. Prices are basically unchanged. 


Prices to retailers, f.o.b. New York: 
Linseed oil, in carlots, 77c. to 80c. per gal. 


Less than carlcts, but more than 5 bbl., 
82c, to 83c. per gal. Single bbl. lots, 86c. 
to 88c. per gal.; boiled oil is 2c. extra; 


double boiled oil is 3c. extra per gal., and 
oil in half bbl. lots is 5c. per gal. additional. 


Nails.—Price tendencies among local 
firms seem to be upward. The local 
market is still negotiable. Stocks 
adequate. 


Jobbers’ quotations f.o.b. New York: 

Wire nails, $3.50 to $3.70, base, per keg. 

Cut nails, $4.25 to $4.45, base, per keg. 

Coated nails, $3, base, per keg. 

Wire nails and brads, 75-10 to 80 per cent. 

Naval Stores.—Local demand mild. 
Price tendencies fluctuate from day to 
day. 

Prices to retailers f.o.b. New York: 

Turpentine, 79 to 80c. per gal. Rosin, 
which shows advancing tendencies, is be- 
ing quoted, B grade, $5.80 to $5.95: D grade, 
$5.90 to $6.10; E grade, $6 to $6.15; WW. 
$7.65 to $7.85. 


Roller Skates.—Interest 
stocks good, prices firm. 


Jobbers’ quotatiens f.o.b,. New York: 

Extension roller skates, steel foot plate 
and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Ixxtension skates, with tops, trucks, clamp 
made of cold rolled steei, rubber cushioned, 
extension, 7% to 10 in., half strap heel. 
clamp toe, plain steel roll, $2.10 per pair. 
Extension ball-bearing roller skates, for 
men, nickel-plated, $2.65 per pair. Same, 
for women, $2.75 per pair. 


Rope and Twine.—Slightly improved 
interest is reported. Prices are un- 
changed. 


Jobbers’ quotations f.o.b. New York: 

Manila rope, No. 1 grade, 16c. to 18%4c. 
per lb.; manila, No. 2 grade, 15c. per Ib.; 
manila, No. 3 hardware grade, 13c. per Ib. 
Sisal, No. 1 grade, 13c. per Ib.; sisal, No. 2 
grade, llc. per lb. Bolt rope, 20c. to 22c. 
per Ib. 

Lath varn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 191%4c. to 24%c. per lb. India 
hemp twine, No. 6, 154c. to 17%c. per Ib. 


Screws.—Consistent demand; ample 
stocks; steady prices. 


Jobbers’ quotations f.o.b. New York: 

Wood Screws.—Flat head, bright, 7744-15 
per cent; flat head, galvanized, 6214-15 per 
cent; round head, blued, 75-15 per cent; 
round head, nickeled, 65-15 per cent; round 
head, brass, 70-20 per cent; flat head, 
brass, 7214-20 per cent: round head, brass, 
nickeled, 65-20 per cent. 

Machine Sctrews.—Iron, flat and round, 
80-10 per cent; brass, flat and round, 75 per 
cent. 

Cap screws, 75 per cent. 

Set screws, 75-5 per cent. 


Shovels.—Brisk sales are reported by 


improving, 
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most local jobbers. Stocks are rather 
weak; prices rather weak. 
Jobbers’ quotations f.o.b, New York: 
Long handled, steel snow shovel, $4.50 per 
doz.; D handled, steel snow shovel, $5.50 per 
10zZ.; D handled, hollow back, furnace scoop, 
$5.75 per doz.; long handled, hollow back 
furnace scoop, $5.75 per doz.; riveted back 
furnace scoop, long handle, $10.50 per doz.; 
LD) handled, $10.50 per doz. 
Sleds.—Consistent interest for this 
season is holding at prevailing prices. 
Jobbers’ quotations f.o.b, New York: 
_ Flexible Flyer sleds, No. 1, 38 in. long, 12 
in. wide, 6 in. high, $4.50 each; No. 2, 42 in. 
long, 18 in. wide, 6 in. high, $5 each; No. 3. 
47 in. long, 14 in. wide, 7% in. high, $6.50 
each; No. 4, £2 in. long, 14 in. wide, 7% in. 
high, $7 each. Junior Racer, 49 in. long, 12 
in. wide, 6% in. high, $5.50 each; Racer, 57 
in. long, 13. wide, 7% in. high, $6.75 each: 


No. 5, 63 in. long, 16 in. wide, 8 in. high. 
$9.50 each. No. 4, with one pair of foot, 
rests, $7.75; No. 5, with two pair of foot 


rests, $11, 
Spring Balances.—Mild interest; good 
stocks; steady prices. 


Jobbers’ prices f.o.b. New York: 

Sportsmen’s spring balances, brass, nickel 
plated, capacity 16 Ib. by % Ib., 4.75 per 
doz. © 

Straight spring balances, brass front, to 
weigh 25 Ib. by % $1.50 per doz.: to 
weigh 50 lb. by 1 Ib., $3 per doz.; to weigh 
160 Ib. by 1 lb., $48 per doz.; to weigh 156 
Ib. by 1 1b., $69 per doz. 
Iron clad ice balances, iron case, 
japanned, brass nickel plated dial, to weigh 


200 Ib. by 5 Ib., $4.50 each net; to wei 
: y 5 » $4.00 e@ . gh 
300 Ib. by 5 Ib., $5.25 each net; to weigh 


100 lb. by 5 lb., $5.75 each net. 

Circular spring balance weighs 10 Ib. by 
ounces, enameled dial, 6% in., nickel plated 
rim, porcelain enameled pan, 10% in, $2.40 
each net. Circular spring balance weighs 
10 1b. by ounces, enameled dial, 6% in., tin 
scooo, 7x 10x 2% in., $3 each net. Circular 
spring balance weighs 40 lb by 2 ounces, 
White enameled dial, 6% in., galvanized 
scoop, 18 x 14 x 7in., $5 each net. Circular 
spring balance, brass front, weighs 20 Ib. 
by ounces, pan 11 in. in diameter, $3.25 
each net. 


Sash Cord.—Sash cord is in good de- 
mand at 38c. per Ib., base. 

Strainers.—Slight weakening of inter- 
est during the past week. Prices un- 


changed. 
Jobbers’ prices f.o.b. New York: 
Wood handle strainers, high grade, 30 


mesh, twilled cloth, maroon handle, 2% in., 
80c. per doz.; same, 2% in. handle, 85c. per 
doz.: 3% in. handle, $1.05 per doz.: 4 in. 
handle, $1.25 per doz. Flat bottom 
strainer, 30 mesh, twilled cloth, maroon 
handle, 21, in., 80c. per doz.; 2% in., 92e. 
per doz. ‘: 


Stove Pipe and Elbows.—Slight in- 
crease in the demand was reported dur- 
ing the past week. Prices are reported 
as unchanged. 

Jobbers’ prices f.o.b. New York: 





Stove pipe, black iron, No. 28 gage; 12 
lengths to a bundle, 4 in., $1.60; 4% in., 
$1.75; 5 in., $1.95: 5% in., $2.25; 6 in., $2.50 


each per doz. lengths. 

Elbows, black iron, No. 28 
lengths to a bundle, 4 in., 
$1.70; 5 in., $1.80; 5% in., $2. 
each per bundle of 12 lengths. 

Tree Holders.—Jobbers report inter- 
est increasing and that a number of 
substantial orders have been received. 

Cast iron tree stands, japanned, striped 
with gold bronze, 2 in. opening, $10 per 
doz. net; 3 in. opening, $16.75 per doz. net; 


“Gem” tree stand, $5.75 per doz. 


Toys.—Indications point to a good 
holiday business this year, according to 
some of the largest local jobbers. The 
present demand is mild. Prices firm. 

Window Glass.—Increasing demand, 
moderate stocks, steady prices. 

Prices to retailers, f.o.b. New York: 

B single window glass, 82 per cent dis- 
count. 

B double glass, 85 per cent discount. 

A double and single glass, 82 per cent. 


All of these discounts are from 
standard prevailing list price. 


the 
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Wire Goods.—Dealers are placing 
orders for late deliveries. Prices vary. 


Jobbers’ quotations f.o.b. New York: 

Poultry netting, galvanized, after weav- 
ing, factory shipment, 50 and 5 per cent, 
from New York stock, 45 per cent. Poultry 


Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, Sept. 20. 
ABOR troubles are causing a halt in 
Chicago’s building program. Many 
of the contractors are refusing to pay 
over $1 per hour for carpenters, the 
scale recommended by Judge Landis, 
and as a result many of the carpenters 
have walked out. The carpenters were 
not a party to the arbitration settlement 
and they say they are not bound by 
what Judge Landis suggests. Some of 
them are employed by independent con- 
tractors at the old scale of $1.25 per 
hour. 

It is understood that association con- 
tractors will attempt to replace the 
striking union carpenters with non- 
union men secured in this and other 
cities, and that a hotel has been taken 
over to house the men, who will work 
under the protection of guards. Just 
what this open shop movement means 
remains to be seen, but trouble is looked 
for by many observers. Certain it is 
that building is being hampered in Chi- 
cago by the situation. 

One builders’ hardware concern, 
which has a large Chicago trade, has its 
warehouse full of packages which have 
been ordered, but which the customer 
wants held up until the labor situation 
is smoothed out. 

Aside from this unfavorable incident 
the hardware business is doing quite 
nicely. There is quite a good demand 
for fall goods and every indication of 
nice business for many weeks to come. 
In some lines such as silverware and 
cutlery business has taken quite a sharp 
up turn, while a number of other lines 
are moving nicely. 

Aside from the building trades the 
unemployment situation is said to be the 
best it has been in months, with fairly 
good prospects for further decreasing 
the number of men out of work. 

Collections have shown an improve- 
ment. 

The general price situation is quite 


steady. 
Automobile Accessories.—There is 
some increase in interest in chains, 


which will soon be a seasonable item. 
The rest of the accessory business is 
good, with no great rush for any par- 
ticular line. Tires are selling well. 


We quvote from jobbers’ stocks, f.o.b. 
Chicago: Reliable jacks, No. 46, $3 each, $34 
doz.; De Luxe long handled jacks, $8.50 
each; No. 1 standard jacks, $3.25 each; 
twin-cylinder foot pumps, $1.25 each; Sim- 
plex jacks. $2.10 each: Stewart hand horns, 
$4 each; Howe spotlights, $4 each; Weed 
chains, 30 x 3%. $5 per pair, with 25 per 
cent off in lots of one dozen pairs and 33% 
per cent off in lots of more than one doz. 
pairs; Rid-O-Skid chains, $2 to $2.65 per 
pair; inner tubes, red, 30 x 3%, $2.50 each; 
gray tubes, 30 x 3%, $2.05 each; Lyon 
bumpers, $10.25 each: Bethlehem’ spark 
plugs in lots of 100 special type, 43c. each; 
Mica type Bethlehem, 74c. each: standard 
porcelain Bethlehem plugs, 55c. each: Her- 
cules Giant plugs, 55c. to 60c. each; Her- 
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netting, galvanized, before weaving, fac- 
tory shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, New York 
stock, $4.50 per 100 sq. ft.; 3 x 3, $4.75 per 
100 sq. ft.; 4 x 4, $5 per 100 sq. ft. 


P. S.—An important reduction in 
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cules Junior plugs, 27c. to 35c. each; HelFi 
standard plugs, 45c. to 52c. each; HelFi 
tractor plugs,, 83c. to 97c. each; A. C. Titan 
plugs, 58c. each; A. C. Cico plugs, 48c. each; 
Splitdorf plugs, 70c. to 78c. each; United 
Junior plugs, 40c. each; Champion X plugs, 
50c. each; Champion O plugs, 50c. each; 
Champion heavy duty plugs, 57c. each. 


Axes.—Prices are at the same point 
and goods are moving well for fall con- 
sumption. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Unhandled axes, 3 to 4 Ib., $14.50 
base; good quality black unhandled axes, 
same weight, $13.50 base; single bitted 
handled axes, $16 to $22.50 doz. 

Alarm Clocks.—Demand continues to 
be very good and promises to stay ac- 
tive for many weeks. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: America, $13.08 doz. lots; cases, 
$12.48 doz.; Bunkie, $25.08 doz. lots; cases, 
$24.60 doz.; Lookout, $16.08 doz. lots; cases, 
$15.48 doz.; Sleepmeter, $17.52 doz.; cases, 
$16.92 doz. 


Agricultural Tool Handles.—Trade is 
not quite as lively as it was in this line, 
the season being on the wane. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural tool handles, 4% X 
plain, $3.50; X bent, $3.90; XX bent, $5.55; 
4% bent hayfork strap and ferrule, $7; 4% 
=— forks, handle strap and ferrule, $7 

Oz. 


Bicycles and Tires.—Some manufac- 
turers and jobbers have announced next 
season’s prices and they show a substan- 
tial decrease both on tires and bicycles 
and other equipment. A good season is 
anticipated. 

Builders’ Hardware.—The labor situ- 
ation in Chicago has had a tendency to 
slow up demand for builders’ hardware, 
for many carpenters are idle. Outside 
the city there is good demand and every 
indication of an active season until snow 
stops work. Prices are the same as at 
last report. 

Cotton Gloves.—Due to the heavy ad- 
vance in the price of cotton there has 
been a general advance of 10 to 15 per 
cent in the price of cotton gloves and 
mittens. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6 oz. knit wrist gloves, $1.15 doz; 
8 oz., $1.40 doz.: 10 oz., $1.60 doz.; 8 oz. 
plain husking mittens, $1 doz. 

Copper Rivets and Burrs.—Prices 
continue at the low level and sales are 
satisfactory. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Standard sizes and packages, 50 
per cent discount. 

Chains.—A good fall demand is open- 
ing up for cow ties and log chains. 
Business is quite active on weldless 
light chains and on coil and halter 
chains. There is no price change. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Proof coil chain, 1 in. base, $8.50 
per 100 lb.: American Weldless and Tenso 
and Lock Link chains, 50 per cent off list. 


Cutlery.—There is a nice business in 
cutlery. Pocket knives are in good de- 
mand and the whole line is showing 
quite steady movement. Prices remain 
at the same level and with no indica- 
tions of immediate change. 
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piston rings has been made by the 
McQuay-Norris Mfg. Co., St. Louis, Mo., 
which is quoting Leak proof piston rings 
at $1.25 each and Superoyl rings at $1 
each. 


Cooking Utensils.—There is about the 
usual movement of cooking utensils. 
No price variations this week. 

Eaves Trough and Conductor Pipe.— 
Market advances in galvanized sheets 
indicate higher prices on trough and 
pipe in the near future. Prices to-day 
are as given here, but are subject to 
change without notice. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 29-gage lap joint eaves trough, 
$4.75 per 100 ft.; 29-gage 3 in. corrugated 
conductor pipe, $4.80 per 100 ft.; 3 in. cor- 
rugated conductor elbows, $1.55 per doz. 


Files.—Business continues active on 
files at the same list of prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Nicholson files, 50-10-10 per 
cent cff; American files, 6634 per cent off; 
Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 


Flint Paper and Cloth.—The volume 
of demand remains remarkably good. 
Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper, No. 0, 
$4.50 per ream; first quality emery cloth, 
No. 0 $27 per ream. 

Galvanized Ware.—The stronger tone 
of the sheet market suggests the like- 
lihood of an advance on galvanized ware 
prices, especially as manufacturers 
claim prices gave no profit at the old 
sheet costs. The movement of goods 
has been better the last few weeks. 

Glass.—Sales have been better for 
some weeks past and with promises of 
being good for the rest of the season. 


We quote from jobbers’ stocks, f.o.b.' 
Chicago: Single strength A, all sizes, 81 per 
cent off; single strength B, all sizes, 81 per 
cent off; double strength A, all sizes, 83 
per cent off; putty in 100-lb. kits, $4.75; 
commercial putty, $4.10; glaziers’ points, 
Nos. 1, 2 and 3, one doz., 75c. 


Guns and Ammunition—The _in- 
creased activity in these lines, which 
has been apparent during the last few 
weeks, has developed into an insistent 
pressure for quick shipments, now that 
the hunting season is really under way. 

Hatchets.—Steady business is report- 
ed, but it is not large in volume and 
there are no price changes. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality broad hatch- 
ets, $19 doz.: competitive grades, $13 doz.; 
warranted shingling hatchets, $14.35 doz.; 
= forged shingling hatchets, $9.75 
doz. 


Hammers.—Demand is good in that 
it is steady and of fair size, but, of 
course, the volume of business is not 
phenomenal. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $13.50 per doz.; competitive forged 
nail hammers, $7.50 to $10 per doz.; cast 
steel hammers, $4 per doz. 


Hickory Handles.—There is an im- 
proved demand for hickory handles. 
Prices are considered very favorable. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $4 doz.; 
No. 2, $2.50 doz.; finest selection second 
growth white hickory axe handles, $6 doz.: 
special white second growth hickory, $5 
doz.; No. 1 hatchet and hammer handles, 
80c. doz.; second growth hickory hatchet 
and hammer handles, $1.40 per doz. 
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Hose.—Stiffer prices are looked for 
on account of the strong cotton market. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: % in. molded reel hose, good qual- 
ity, 13%c. ft.; % in. 3 ply. good quality duck 
hose, 13%c. ft.; % im. 4 ply, good quality 
duck hose, l6c. ft.; % in. 5 ply multiple 
hose, 10%c. 


Lanterns.—Prices remain the same 
and there is a good deal of interest in 
lanterns. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns, hot blast, 
$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.; with large founts, $16 
per doz.; best tubular lanterns, $9.50 per 
doz.; Competition lanterns, No. 0 tubular, 
$7.80 per doz. 


Ice Skates.—Trappers and Indians in 
the Northwest are forecasting a long, 
cold winter, and base their prophecies 
on the signs they are familiar with. 
Every season dealers lose considerable 
business by not placing their orders 
early for ice skates and thus not having 
good assortments when the first de- 
mand comes. New prices have been out 
for some time and show a nice decline 
from last year, so the jobber is urging 
the placing of business. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Key clamp rocker steel runners 
bright finish, 90c. pair; key clamp rocker 
nickel finish steel runners, $1.15 pair; key 
clamp Hockey polished cast steel runners, 
$1.20 pair; key clamp hockey polished car- 
bon steel runners, $1.60 pair; Half key 
clamp rockers for women and girls’, $1.10 
pair; half key clamp hockey for women 
and girls’, $1.50 pair; key clamp hockey 
rib runner for men and women, $2.75 pair; 
Tubular aluminum finish North Star Racer 
or Hockey skates for men and women with 
shoes attached, $9 pair; same with nickel 
finish, $10.25 pair. 

Nuts and Bolts.—There is a good 
sale of nuts and bolts, business being 
of a steady character. 

We quote from jobbers’ 
Chicago: Large carriage bolts, 
cent off list; small carriage bolts, 60 per 
cent off list; large sized machine bolts, 
60-5 per cent off list; small machine bolts, 
60-10 per cent off list; all stove bolts, 75-10 
per cent off list; all lag screws, 60 per cent 
off list. 

Nails.—New prices have not occa- 
sioned any particular difference in the 
volume of nail business, which is fair. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.65 per keg 
base. 

Picks and Mattocks.—Prices remain 
unchanged but are considered favorable 
and the demand, considering the sea- 
son is unusually good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted picks, 5 to 6 ib., $9.80 
doz.; regular grade, $6.30 doz.; warranted 
mattocks, 5 Ib., $11.20 doz.; regular grade, 
$7.20 doz. 


stocks, f.o.b. 
50-10 per 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Sept. 24, 1921. 

‘ REATER momentum in the move- 
ment of hardware from wholesale 

to retail establishments throughout 
New England is noted. Generally 
speaking, the market is less active than 
it was a year ago, but as much so as 
it was in the corresponding period of 
1919, and more so than earlier in Sep- 
tember. Daily shipments might show 
up better were local jobbers of shelf 
hardware better stocked with fall and 
winter goods for which they have ad- 
vance retail orders. The inclination 
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Paints.—Further stiffening of linseed 
oil prices occurs again this week, and 
this is the third successive advance. 
Turpentine is also stronger in price. 


from jobbers’ stocks, f.o.b. 

linseed oil in barrels, 89c. 
gal.;' in five barrel lots, 85c. gal.; boiled 
linseed oil in barrels, 91lc. gal.; in five 
barrel lots, 87c. gal. strictly pure turpentine, 
&5e, gal.; denatured alcohol in barrels, 45c. 
gal.; pure white lead in 100 lb. kegs, $12.25 
per 100 Ibs.; dry paste in barrels, 7c. Ib.; 
white shellac, $3.25 gal.; orange shellac, $3 
gal.; English Venetian Red, $3.75 to $8.25, 
100 Ibs. 

Roller Skates.—The recent reduction 
in prices of roller skates, will doubt- 
lessly stimulate business for Christmas 
and spring deliveries, although at pres- 
ent there is not heavy business. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.85 pair; Girls’ ball bearing roller skates, 
$1.65 pair; Juvenile plain bearing with 
strap, 72c. pair; Juvenile plain bearing with 
clamp, 80c. pair. 

Rope.—Manufacturers are still using 
high priced fibre contracted for in 1920 
and claim a loss at today’s prices. 
jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rope, 
standard brands, 15%c. to 16%4c. lb. base; 
No. 2 manila rope, 14%c. to 15%c. per Ib. 
base. Highest quality sisal rope, standard 
brands. 12%c to 14%c. per Ib. base; No. 2 
sisal rope, standard brands, llc. to 12%c. 
per lb. base. 

Shovels and Spades.—No further re- 
ductions are looked for at present. 
Business is quite good. 

Sporting Goods.—There is a large 
demand for football equipment and 
other fall sporting goods are moving 
well. There is considerable demand for 
golf goods. 

Singletrees.—There is no change in 
prices. 

We quote from jobbers’ stocks, f.o.b. 
Chicage: 34-in. strap and varnished single- 
trees, $9 doz.; 48-in. doubletrees, $12 doz.; 
40-in. neckyokes, $11.50 doz. 

Solder and Babbitt Metal.—Quota- 
tions here are for quality goods of 
standard mixtures with analysis guar- 
anteed. Demand continues fairly good. 


We quote 
Chicago: Raw 


We quote from 


We qucte from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $19 per 
10) lb.: medium, 45-55 solder, $18 per 100 


Ib.; tinners’ 40-50 solder, $17 per 100 Ib.; 
high speed babbitt metal, $18 per 109 Ib.; 
standard No. 4 babbitt metal, $7 per 100 lb. 

Silverware, Cut Glass, Ete.—The lead- 
ing jobber notices quite an improve- 
ment on silverware sales. Orders are 
starting to come in from dealers for 
moderate quantities. Other Christmas 
goods such as manicure sets, nut sets, 
carvers and cut glass are selling well. 


BOSTON 


among the jobbers, however, apparent- 
ly has been not to stock up warehouses 
as they did a year ago, in anticipation 
of retailers’ wants. Jobbers in other 
sections of New England are making 
a better percentage showing than are 
the local houses, sales being reported 
as running ahead of those for the corre- 
sponding period last year, _ since 
August. 

Broadly, the hardware situation in 
this section of the country is an excep- 
tionally healthy one. Jobbers have 
taken generous shrinkages in inven- 
tories and have eliminated much slow 
selling stock. The average retail firm 
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Sledges, Mauls, Wedges.—This line 
is selling well at no price change. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Striking and B.S. sledges, 5 to 16 
lb., $10 per 100 lb.; wood-chopping mauls, 
5 to 8 Ib., $13 per 100 Ilb.; common fluted 
wedges, 3 to 6 Ib., $7.50 per 100 Ib. 

Sash Weights.—Sales have been good 
and continue unchanged. There is no 
new price. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Ton lots, $37.50 per ton; small 
lots, $40 per ton; stock shipments, $42.50 
per ton. 


Sheet Steel—The market on gal- 
vanized and black sheets has undergone 
a marked change in the past ten days. 
Several mills have advanced prices and 
deliveries are not so good. 


Stove Boards.—The usual good run 
of fall business is being enjoyed on 
stove boards at unchanged prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Crystal wood lined square stove 
boards, 26-in., $14.45; 28-in., $16.95; 30-in., 
$19 doz.; Crystal paper lined square boards, 
26-in., $8.15; 28-in., $9.10; 30-in., $10.80 doz. 


Sash Cord.—The run of business has 
been good. 


We quote from jobbers’ 
Chicago: Standard grades No. 
$8.20 doz. hanks; standard 
$9.50 doz. hanks. 

Screws.—There is no change in the 
situation. 


stocks, f.o.b. 
7 sash cord, 
grades No. 8, 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 771%4-20 
per cent off list: round head blued, 75- 


per cent off list; flat head brass, 72%-2 
per cent off; round head brass, 70-20 per 
cent off; japanned, 70-20 per cent off. 

Traps.—Prospects are for a real good 
season. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 0 Victor, $1.71; No. 1 Victor, 
$2.01; No. 1 Victor Giant, $2.56; No. 1% 
Victor, $3.05: No. 0 Oneida Jump, $2.37; 
No. 1 Oneida Jump, $2.75; No. 1% Oneida 
Jump, $4.12; No. 0 Triumph, $1.71; No. 1 
Triumph, $2.01; No. 1% Triumph, $3.05; 
No. 115X Clutch, $3.25. 


Wheelbarrows—Sales are best on the 
steel tray lines used by contractors and 
builders. 

Washing Machines.—Prices remain 
uncertain with a fair run of business. 


Wire Products.—Prices are the same 
as the point to which they were ad- 
vanced last week. Sales are fair. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $3.35 
per 190 lbs.; galvanized barbed wire, $4.30 
per 100 Ibs.: 12 mesh black painted wire 
cloth, $2.50 per 100 sq. ft.; poultry netting, 
55 per cent off: galvanized after weaving, 
50 per cent off; catch weight spool gal- 
vanized cattle wire, $4.30 per 100 Ibs.; 80 
rd. spool galvanized hog wire, $3.85 per 100 
Ibs.: No. 8 galvanized plain wire, $3.85 per 
100 Ibs. 





is carrying a comparatively small 
stock, is ordering fresh goods in a 
conservative manner, and is stronger 
financially. Unless all signs fail, there 
is every reason to expect good, steady, 
consistent retail buying the balance of 
1921, at least. From the manufactur- 
ing standpoint, the situation is clear- 
ing, although by no means bright. Each 
week one hears of some manufacturer 
increasing his output. For instance, 
the Russell & Erwin Mfg. Co., Ameri- 
can Hardware Corporation, New Bri- 
tain, Conn., is operating on an eight- 
hour, five-day per week schedule, con- 
trasted with eight-hour, four-day here- 
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tofore. Last week it was some other 
concern, and next week it will be an- 
other. Raw materials used in the 
manufacture of hardware have been 
quite generally liquidated. About the 
only plausible excuse to expect fur- 
ther material cuts in finished material 
prices lies in whatever action the rail- 
roads take in the matter of reducing 
freight rates. Just when they will 
make a change in their rates is ex- 
tremely doubtful, consequently less and 
less attention is being given the sub- 
ject by both buyer or seller. 

Being in a highly favorable posi- 
tion, the average retail dealer in New 
England is showing more pep than 
heretofore. Everybody seems keenly 
alive to the fact we have arrived at a 
period in our history when real sales- 
manship is going to count more than 
ever. More thought is being given 
window displays, and more pride is 
shown in arrangement of stores. The 
clerks have caught the spirit of the 
times and are doing a lot of thinking 
about what they are doing. One thing 
is quite noticeable and that is that cus- 
tomers coming into stores are ap- 
proached more quickly than in past 
years. All of which simply goes to 
prove we are entering a retail hard- 
ware store history making period, that 
will be interesting study. 

Ammunition.—The legal season for 
the shooting of wild ducks has opened, 
and in various parts of New England 
hunters are getting out into the open. 
Black ducks are reported more numer- 
ous in the western part of Massachu- 
setts than they have been before in 
years. The season ends Dec. 31. Quite 
a few retail dealers are pushing guns 
and ammunition with satisfactory re- 
sults, while others have been slow to 
take advantage of the season to in- 
crease sales. Window displays of guns, 
ete., coming to our notice have been 
very attractive and have shown con- 
siderable thought on the part of the 
retail dealer. Local jobbers report 
increasing sales of ammunition, as well 
as firearms. Because most every whole- 
sale house is carrying comparatively 
small stocks, the market appears very 
firm all down the line. 


We quote from jobbers’ stocks: Metallic 
ummunition, 18 per cent discount, f.o.b. 
Poston. Loaded shells, 15 and 114 per cent 


discount, f.0.b. Boston. Drop shot, smaller 
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than B, $2.10 per bag: B and larger, $2.35 
per bag; air rifle shot, in tubes, $4.04 per 
ease; Boy Scout shot, in tubes, $4.10 per 
case. 

Automobile Accessories.— Wholesale 
reports on automobile accessories are 
conflicting. On the one hand we have 
concerns increasing sales, although in 
such cases more or less limited stock is 
carried. On the other hand, those firms 
carrying large stocks in most cases are 
inclined to believe there is a gradual 
slowing up in trade. Those retail 
dealers we have talked with this week 
say business is good. Taking a general 
view of the situation it appears the 
retail dealer is now buying only as 
needed and in small quantities. There 
is no real uneasiness regarding prices 
on his part, but simply a desire to have 
as little stock as possible at the close 
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of the year. In the meantime registra- 
tion of pleasure cars goes onward in 
Massachusetts and elsewhere, new high 
records being established daily. The 
general tendency of automobile acces- 
sories prices, according to the jobber, 
is downward, with only an occasional 
open cut. The constantly lowering of 
prices is due largely to competition 
among the manufacturers for business, 
the tendency being to meet the other 
fellow’s price or go one better. In 
each specific instance, however, the cut 
seldom is large enough to justify any 
revamping of jobbing quotations, it 
being a shade here and there. An ex- 
ception is found in brake linings, which 
have been reduced all of 10 per cent 
by both the manufacturer and the 
jobber. 

Bolts and Nuts.—While no apprecia- 
ble increase in the consumption of bolts 
and nuts is visible, market sentiment 
appears slightly firmer. Heretofore 
the tendency among the mills was to 
shade prices in order to close business. 
To-day there appears much less of this 
sort of thing. Here and there one finds 
a jobber with a large stock, but gen- 
erally speaking the trade is carrying 
comparatively little, which probably 
accounts for the change in the attitude 
of the mills. 

We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller and 
shorter cut threads, 6) per cent discount; 
larger and longer, 50, 10 and 5 per cent dis- 
count; with C T D nuts, 50 per cent dis- 
count; tap bolts, 10 per cent discount; com- 
mon carriage bolts, small, 50 and 10 per 
cent discount; large, 50 and 5 per cent dis- 
count; stove bolts, 50 and 10 per cent dis- 
count; bolt ends, 50, 10 and 5 per cent dis- 
count; tire bolts, 60 per cent discount. 

Nuts, H P square, blanks, $2.50 per 100 
lb.; tapped, $2.25: C P C and T square, 
blank, $2.50; tapped, $2; semi-finished hexa- 
gon nuts, ;-in. and smaller, 75 per cent 
discount; larger, 70 per cent discount; 
finished case hardened nuts, 60 and 10 per 
cent discount; machine screws, nuts, iron, 
list: machine screws, nuts, brass, 25 per 
cent discount, 

Clocks.—For some time there has 
been considerable talk regarding for- 
eign competition with our clock manu- 
facturers. The latter, in certain in- 
stances, have quietly been working on 
new styles to meet any such competi- 
tion, if it should develop. It now ap- 
pears unnecessary for the hardware 
trade to go out of the country for 
supplies, for there has appeared on 
this market American made alarm 
clocks, of excellent design and work- 
manship, carrying a year guarantee 
against factory defects, offered in lots 
of fifty at 90c. each, and in smaller lots 
at $1 each. One make of wood time 
clocks, heretofore jobbing out at $16 
per assortment, has been cut to $13. 


We quote from jobbers’ stocks: 

Alarm.—Waterbury, Call, in less than 
dozen lots, $1.20 each; in dozen lots, $1.13; 
in cases of forty-eight, $1.09. Sleepmeter, 
less than dozen, $1.57; dozen, $1.53; case, 
$1.47. Lookout, less than dozen, $1.44; 
dozen, $1.39; case, $1.34. Bunkie, less than 
dozen, $2.22; dozen, $2.18; case, $2.14. Bingo, 
less than dozen, $2.48: dozen, $2.48; case, 
$2.33, 

Alarm.—Waterbury, Call, in less than 
dozen lots, $1.50; in dozen lots, $1.36; in 
eases containing fifty clocks, $1.29 each. 
Vigilant, white dial, $1.88: radium dial, 
$2.56. Daybreak, $2.13. Turnout, radium 
dial. $2.19. Cyclone, $2.91. 

Alarm.—New Haven, Tattoo, $2.25 each; 
oval brass or silver plated, $2.90. 

Wood time clocks, $3 to $4.50 each. 


Cooking Ware (Glass).—The Pyrex 
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people have notified the local jobbing 
trade they will accept no more orders 
for white glass cooking ware, being 
sold up to Jan. 1, next. They also have 
notified the jobbers that shipments on 
ordinary ware are subject to five weeks 
delay. It would seem, therefore, that 
glass cooking ware has lost none of its 
popularity. As a matter of fact, al- 
most everybody interviewed recently 
confidently anticipates hanging up a 
new high record in this department this 
season. By everybody, we mean whole- 
saler and retailer. 

We quote from jobbers’ stocks: Casse- 
roles, rounds, 1-qt., $1.75 each; 1%-qt., $2 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-qt., $1 each; 144-qt., $1.25 each; 
2-qt., $1.50 each. Fie plates, 90c. to $1 each. 
Cake dishes, 90c. each. Bread pans, $1 to 
$1.75 each. Custard cups, 25c. to 35c, each. 
Ramekins, 20c. each. Jobbers’ terms are 
30 per cent off list. 


Dry Colors.—The leading paint dis- 
tributors inform us there is an average 
demand for dry colors, which is an im- 
provement over business conditions 
noted only a few months back. Prices 
are inclined toward softness, although 
with the exception of dry zinc, lamp- 
black and sienna, they are not quotably 
lower. 


Prices, in less than barrel lets, from job- 
bers’ stocks, per lb., are reported as strong, 
but unchanged, as follows (figures in 
cents): 


Metallic brown.... 4 Gi'derg ......cecces 3 
Yellow ochre.....3% Whiting 

Venetian red...... S DEY GMC. cccccces 14 

Ultramarine blue..26 Lampblack. pkgs. .24 

P. green, phee...-48 UMP occccccccass 10 

rere 13 

Electrical Goods.—A fairly good 


sized reduction in prices quoted for 
Damanco irons is noted, but otherwise 
quotations on electrical goods hold up 
remarkably well. Sentiment regarding 
these goods has undergone a decided 
change for the better of late, due to a 
reawakening of interest among the re- 
tail distributors. Sales, to be sure, are 
not running as large as they were a 
year ago, yet they are sufficiently ac- 
tive to lend considerable encourage- 
ment all down the line. Toasters, irons 
and percolators apparently are the 
most active things in this line. Local 
stocks, while not excessive, are in 
fairly good condition. 

We quote from jobbers’ stocks: 

lrons.—Hot point, 30 per cent discount; 
Damanco, in lots of five or more, $3.35 each; 
in lots of less than five, $3.50 each; Shel- 

$3.25 net, each, Universal, nickel 
. No. 901, $7.50 each: No. 902, $6.75; 
No. $05, $6.75; No. 708, $8.75: No. 9021, 
$6.50: Nc. 9028, $6.25: No. 9051, $8. Dis- 
count, 30 per cent; 12 pieces or more, 30-5 
per cent; 24 pieces or more, 30-7% per cent. 

Heaters.—Hot point, 30 per cent discount: 
Universal, No, 9952, sunburst type, $11.50 
list; discount, 30 per cent. 

Percolators.—Coffee, Universal, No. 9166. 
nickel, $22.50: copper, $24; silver, $26.50 
each: No. 9169, nickel, $25; copper, $26.50: 
silver, $29: No. 159, $2.50 each, net. Dis- 
count, 30 per cent; 12 pieces or more, 30-5; 
24 pieces or more, 30-74% ner cent. 

Toasters.—Universal, nickel, No, 945, 
$7.50 each: No. 946, $6.75. Discounts same 
as on other goods. Reverso, $5.75, net. 
each: Star, $3.76, net. each. 

Grills.—Universal, nickel, No. 984, $12.50 
each: No. 982, $11.50. Discounts same as 
on other goods. 

Heat Pads.—Universal, nickel, No. 9940. 
$10.75 each. Discounts same as on other 
zoods, 

Curling trons. — Universal, nickel, No. 
9901, $6.25 each: No. 99011, $6.75. Dis- 
counts same as on other goods. 

Ranges.—Two burners, with quill and 
oven, No. 9688, $31.50. Discounts, 30 per 
‘ent. 


Galvanized 








Ware.—Manufacturers 

















UMI 


September 29, 1921 


have made a reduction equivalent to 
50c. in the jobbing price on galvanized 
ash cans having three stays, bringing 
them more into line with other styles 
and makes. Prices for galvanized ware 
otherwise remain as heretofore. Ac- 
tivity in this department is increasing, 
although slowly. Nobody, from what 
we can gather, is carrying large stocks 
inasmuch as the natural inclination was 
to hold off for lower prices. Possibly 
it would not take much on an increase 
in the buying movement to create delay 
in deliveries. 


We quote from jobbers’ stocks: 

Ash Cans.—Galvanized, with three stays, 
18 = 26-in., $4.50 each; Sexton cans, $3.50 
eac 

Coal Hods.—Japanned, with wood han- 
dles, 15-in., $3.90 per doz.; 16-in., $4.24; 17- 
in., $4.64; ‘galvanized, with wood handles, 
15-in., | 16-in., $5.95; 17-in., $6.40; 18- 
in., $6. 

Pails.—Eight-qt., a Fw per doz.; 10-qt., 
$2.66; 12-qt., $2. 93: 14-qt., $3.29; heavier 
pails, 40 lb. to the ‘doz., $4.28; 50 lb. to the 
doz., $5.50. 

Tubs.—Galvanized, No. 200, $12.35 
doz.; No. 300, $13.78. 

Garbage Mg ay Poe: anized, No. 1, 
per doz.; No. 2, $1.48; No. 4, $1. 08. 


Gheen,~Gtecks of window glass 24- 
in. and wider are low in manufacturing 
and distributing hands, and it is impos- 
sible to secure satisfactory shipments 
from the factories. People who ought 
to know say the situation will not be 
relieved for at least two months or 
longer. As a result of conditions there 
has been a revision in prices with dif- 
ferentials in the different sizes, the 
change in those asked for 24-in. and 
over being more pronounced than in the 
other sizes. 


We quote from jobbers’ stocks: 

Window glass, single A and B, sizes up 
to 24-in., by the box, 84 per cent discount; 
24-in. and wider, 80 per cent discount. 
Double A, 82 per cent discount; double B, 
sizes up to 24-in., 86 per cent discount; 24- 
in. and wider, 84 per cent discount. By the 
light, A and B quality, 80 and 10 per cent 
discount. 

Vitro-marble glass: y;-in., 80c. per sq. ft.; 


per 
$1.68 


fe-in., 90c. 

Skylight glass: Rough or rolled, ¥%-in. 
thick, 18c. per sq. ft.; #s-in. thick, 22c. per 
sq. ft.; 4-in. thick, 28c. per sq. ft.; wired 


glass, 35c. per sq. 

Glue.—The demand for glues used in 
connection with the paint trade is up to 
average, but prices are somewhat easier 
than they have been due to liquidation 
of raw stocks by some of the manu- 
facturers. Jobbers’ prices follow: 


Glue, ground, 16c. to 18c. per lb.; plate, 
25c. per Ib.; clear bonnet, 35c. per Ib. 


Hack Saws.—Although a majority of 
the hack saw manufacturers have re- 
duced prices 10 per cent, the local 
market is unchanged, generally speak- 
ing. Certain interests, however, have 
offered stock at 35 per cent discount, 
and those holding to 25 per cent are 
frank to admit they would use the 35 
per cent basis if bidding on large in- 
dustrial orders. It is natural to assume 
the local hardware trade will make 
some definite move on prices within the 
near future. 


We quote from jobbers’ stocks: Hack 
saws, one gross or more, 25 to 35 per cent 
discount, 


Hunting Accessories.—From those 
retail dealers located in certain parts 
of Maine, New Hampshire and Vermont 
are coming orders for hunting acces- 
sories. Retail distributors here and 
elsewhere in New England are buying 
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except in small lots, the general tend- 
ency being to hold off a little longer 
before covering for fall and winter 
requiremerts. 


We quote from jobbers’ 
hunting knives, No. 49, 4%4-in., 


stocks: Marble 
2.25 each, 


list; No. 545, 5-in., $2.50; hunting axes, 
No. 9, $1.50 each, list; No. 2, $3.25; match 
boxes, $7.20 per doz., list. 


Iron and Steel.—Pricewise, the mar- 
ket for iron and steel shows little if 
any feature. Consumption continues to 
gain daily, however, and jobbers seem 
convinced business will continue to im- 
prove. Individual orders placed with 
the jobbers continue for small quanti- 
ties, but the number of orders booked 
is increasing and it is because of this 
fact that business and sentiment is 
better. 


We quote from jobbers’ stocks: 

lron.—Refined, $2.83 per 100 lb. base; %4 
and ;;-in. round and square, $4.75; best 
refined iron, $4.75; Wayne iron, $7; Norway 
iron rounds, 4-in. to 2%-in., $7.10 base; all 
other sizes, $7.75 base. 

Steel.—Soft steel bars, $2.8114 to $2.83 per 
100 Ib. base; flat $3.83 to $2.93; concrete 
bars, plain, $2.811%4 to $2.83; twisted, $2.50; 
angles, channels and beams, $2.81% to $2.93; 
tire steel, $4.20 to $4.70; open-hearth spring 
steel, $5.25; crucible spring steel, $11.50; 
steel bands, $3.461%4 to $3.93; steel hoops, 
$4.18; cold rolled steel, $4.15 to $4.65; toe 
calk steel, $5.2 

Quantity Sifterentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib.; lots of 1000 Ib. to 
1999 lb. of a size, 14c. 


Lead.—The demand for dry lead and 
lead in oil is very good. As a matter 
of fact, the largest distributors are 
experiencing some difficulty in keeping 
ahead of the game. They no more than 
order a car lot than they discover they 
are sold up on it. Paint houses say the 
steady and improved demand means 
just one thing—that master painters 
are doing more work than they have 
in the past. Prices for lead are firm, 
being guaranteed against a decline up 
to Nov. 1, but not against an advance. 


Based quotations on lead, in 12%, 25, 50 
and 100-lb. kegs, follow (figures in cents): 
12% Ib. 25-501b. 100 Ib. 
White, oil....... 12% 12% 12% 
Weste, Gieecac 12% 12% 12% 
ee” re 13% 13% 12% 
BOG, Gc cccccee 12% 12% 12% 


Lunch Boxes.—American made lunch 
boxes have again come into this mar- 
ket in quantities, due to an adjustment 
in manufacturer’s quotations. Good 
quality boxes are jobbing out at $4.75 
per dozen. 

Nails—The market on galvanized 
cut nails has been lowered 50c. per keg 
to $8.30 base. Otherwise nail prices 
remain unchanged. Going business is 
quite satisfactory, all things con- 
sidered. The market is better supplied 
than it has been before in many weeks. 
This is especially true of wire nails. 


We quote from jobbers’ stocks: Wire 
nails, per keg, from the store, $4, base, 
f.o.b. Boston; cut nails, $4.50 per keg, base; 
galvanized cut nails, $8.30, base. Tremont 
schedule of extras same as heretofore. 


Oils, Etc—The market for turpen- 
tine is working gradually lower, it now 
is quoted at 81lc. per gallon in barrel, 
at 91c. in 10-gallon, at 96c. in 5-gallon, 
and at $1.01 in one-gallon lots. Lin- 
seed oil also is working downward, sell- 
ing at 87c. in barrel lots, at 97c. in 10- 
gallon lots, at $1.02 in 5-gallon lots, and 
at $1.07 in one-gallon lots. Neatsfoot 
oil has dropped 10c. per gallon, and 
wood alcohol 25c. The demand for all 
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kinds of oils, etc., is fully up to expecta- 
tions. As a matter of fact, it is run- 
ning steadier and more even than it 
has before in many months. 





Local jobbers’ prices on oils, etc., per 
gallon, follow: 

Oils Alcohol, etc. 
Castor .... <i 30 Denatured ..... $0.50 
Cylinder .. a EGE. cenecaceus 45 
RMN ecceucicces i. Gasoline ...... 31-.34 
Linseed ......... .87 Benzine 31-.34 
Neatsfoot ....-.- 1.15 Turpentine ..... 81 


Oil Cans.—Jobbing quotations on all 
but one style of oil cans have been 
slightly reduced. In the case of the 
exception, there is a slight advance. 
The cans are sold in crates, %4-doz. to 
the crate. The demand is picking up 
quite briskly. 

Paints—When materials and labor 
were high, those people who did any 
painting did so themselves. A large 
number of people continue to do their 
own painting, a fact quite evident judg- 
ing from day to day store sales, which 
have not dropped off. In addition, the 
leading paint distributors are doing 
quite a bulk business. Weather condi- 
tions for some time have been ideal for 
inside and outside painting. People 
who put off painting month after 
month because of costs have decided 
to take action, and there has been a 
material increase in home construction 
throughout New England during the 
past two or three months. Prices for 
mixed paints hold steady at the last 
previous schedule, which showed a de- 
cline. As far as can be learned there 
is no shortage of any sizes of con- 
tainers, the manufacturers doing very 
well in the matter of shipments. In 
dollars and cents the leading paint dis- 
tributors are keeping well up with last 
year’s records, therefore more goods 
are being sold because prices on mixed 
paints are all of 25 per cent lower than 
they were last year. 


Robes.—During the past week or ten 
days the retail dealers making a spe- 
cialty of carriage and automobile robes 
have developed considerable interest 
in the market and some very good 
orders have been placed with the job- 
bing houses as a result. Prices are 
considerably lower than they were a 
year ago, and special lots at very at- 
tractive prices occasionally find their 
way into the market. 


We quote from jobbers’ stocks: Automo- 
bile cloth, gray and black, 56 x 64-in., $2.50 
each; 60 x 80-in., $2.90 each; better grades 


in a large variety of colors, 60 x 70-in., 
$3.50 each. Chase plush robes, in colors, 
54 x 72-in., Sanford, $6.50 each; St. Louis, 


$10 each; Newton, $12 each; Omaha, $11 
each; Exeter, $14 each; 84-in., Newton, $14 
each; Omaha, $13 each; Exeter, $16 each. 


Sash Cord.—The recent advance in 
sash cord has stimulated the demand. 
During the war and in 1920 a great 
many house owners discovered window 
cords badly worn or broken. They let 
things drift along, however; due to the 
cost of installing new material. In ad- 
dition there was comparatively little 
home building, and the demand for 
sash cord was disappointing to manu- 
facturer, hardware jobber and retail 
dealer. To-day the situation is just the 
reverse. People are replacing old cord, 
and while home construction is not up 
to records established in former years, 
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there is a considerable tonnage of cord 
going into consumption as a result of 
increased activities along these lines. 


We quote from jobbers’ stocks: Sash 
cord, Acme, No. 6, 42c. per lb.; No. 7, 40c.; 
Nos. 8, 9, 10 and 12, 39c. Cheaper grades, 
No. 7, 38c. per lb.; No. 8, 37c. Sampson, 
spot, No. 7, 62c. per lb.; No. 8 and larger, 
6le. 


Saws.—The Simonds Mfg. Co., Fitch- 
burg, Mass., saws, etc., is out with new 
discount sheets dated Sept. 1 which 
show a downward revision in prices. 
The most conspicuous change is noted 
on solid tooth saws. 

Shellac.—There is a very good de- 
mand for all kinds and grades of 
shellac. Jobbing houses quite recently 
were given an opportunity to anticipate 
wants at a price covering shipments 
over a period of weeks.- The proposi- 
tion evidently was attractive for the 
market appears better supplied than it 
has been before in a long time. As 
contrasted with a month ago jobbing 
prices are approximately 5c. per Ib. 
higher. The undertone of the market is 
generally described as easy for large 
lots and firm for small. 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Sept. 26. 

OT a single discouraging feature 

developed in the heavy iron and 
steel trades in the past week, but on 
the contrary all developments have 
been of an encouraging nature, and the 
feeling that we have “turned the cor- 
ner” is getting stronger as time goes 
by. This is seen in the fact that there 
have been no price reductions whatever 
in the heavier forms of iron and steel 
in the past two or three weeks, with 
the single exception of iron and steel 
pipe and steel boiler tubes, and these 
reductions were expected in view of 
the reductions made some time ago in 
other of the heavier forms of steel 
products. 

To offset these reductions in prices 
on iron and steel pipe, which serve to 
put them in line with prices on other 
steel products, there have been two dis- 
tinct advances, one of $5 per ton in 
prices on all grades of sheets, which 
has become quite general, also 15c. 
per keg in wire nails and $2 per ton 
on most grades of wire. Effective 
Thursday morning, Sept. 22, the Amer- 
ican Sheet & Tin Plate Co. took the 
same action as the independent mills 
and advanced its prices on all grades 
of sheets $5 per ton; all business not on 
the books of the company when the 
advance was made will be taken at the 
advanced prices. This action means 
that any other independent mills that 
have not advanced prices on sheets will 
do so at once. Reports from the trade 
are that the advanced prices on sheets, 
wire nails and wire are holding firm. 

Operations of blast furnaces and 
steel plants in the Pittsburgh districts 
are now at a higher rate than has pre- 
vailed for some months. One by one 
blast furnaces long idle are being 


T 


HARDWARE AGE 


We quote from jobbers’ stocks: Shellac 
gums, light orange, 85c. per lb.; ordinary 
orange, 75c.; white bleached, 85c. 

Sleds.—A year ago jobbers had de- 
livered quite a few sleds on anticipated 
orders. This season such shipments 
have been backward. Quite a number 
of the retail dealers nevertheless have 
covered on requirements and more and 
more orders are being turned in by 
salesmen on the road. 

We ee. from jobbers’ stocks: Flexible 
Fliers, No. 1, $2.84 net each;_ No. 2, $3.34; 
No. 3, $4.34; No. 4, $4.67: No. $6. 34; Racer, 
$4.50; Junior Racer, $3.67. Othe discount 
from jobbers’ stocks on the Allen line is 


33% per cent, and on the Paris line is 40 
per cent. 


Sundries (Paint).—The demand for 
all kinds of paint sundries is as good as 
could be expected and with the excep- 
tion of oxalic acid which has declined 
all of 3c. per lb., prices hold very firm. 
Putty is selling more freely than it 
has before in months, and paint re- 
movers are enjoying a _ good sale. 
Jobbers’ prices on paint sundries fol- 
low: 


Putty (best), in 125-lb. drums, 7c. per Ib.; 
commercial putty (in drums), 5%c.; paint 
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started, this showing a heavier demand 
for semi-finished steel and carries with 
it also a heavier demand for finished 
steel products. The American Steel 
& Wire Co. is operating its wire and 
wire nails plants at a heavier rate in 
the Pittsburgh district than for some 
months, and this is also true of the 
American Sheet & Tin Plate Co: in the 
operation of its sheet and tin plate 
mills. Last week this company oper- 
ated its sheet mills to 70 per cent of 
capacity and its tin plate mills to more 
than 50 per cent, very much the best 
record this company has made in opera- 
tions for many months. There is no 
longer much talk heard of reductions 
in prices on steel products, but on the 
contrary an advance in prices on struc- 
tural steel, plates, hoops and bands, 
and probably hot-rolled and cold-rolled 
strip steel is looked for in the near fu- 
ture. The general industrial situation 
in the entire Pittsburgh district is now 
in much better shape as regards pres- 
ent operations, and also as regards 
price outlook, than it has been at any 
time this year. 

In the hardware trade reports are 
not quite so encouraging, but at the 
same time there is a feeling of optim- 
ism in the trade that speaks well for 
the future. Reports just issued by 
the Federal Reserve Bank at Cleve- 
land, shows that in hardware, the vol- 
ume of business in dollars and cents 
in the Cleveland and Pittsburgh dis- 
tricts fell off in August this year 41.4 
per cent as compared with the same 
month last year. This does not mean 
the volume of merchandise fell off that 
much, as with the repeated reductions 
in prices on all grades of hardware, 
the merchant to-day must do a busi- 
ness of 20 to 25 per cent larger than 
last year in order to show sales as 
large in dollars and cents as last year. 
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removers, $2.50 list; oxalic acid, 25c. per Ib. 

Waxes.—The market for waxes, etc., 
has developed weakness the past week, 
due it is believed to a more or less 
limited demand and an accumulation 
of stocks in first hands. The decline in 
parawax amounts to 5'4c. per lIb.; in 
paraffin, in cakes, to 2c. per lb.; and in 
beeswax to 15c. per cake. Jobbers’ 
prices follow: 

Floor waxes, 45c. to 50c. per lb.; paraffin 
waxes (in cakes), 8c. per lb.; parawax (in 
lb. cakes), 10c. per lb.; best beeswax, 40c. 
per Ilb.; ordinary beeswax, 25c. per Ib. 

Wrenches.—Although there ap- 
parently is a little more doing, the de- 
mand for large wrenches in general 
was not seriously influenced by the re- 
cent reduction in market quotations. 
For small wrenches there is a fair de- 
mand, but the market is well stocked 
and there is more or less competition 
for business among the jobbers. 


We quote from jobbers’ stocks: Stillson, 
60 and 5 per cent discount. Trimo - Pipe 
wrenches and parts, new list, 60 and 5 per 
cent discount; Coes wrenches, 33% per cent 
discount; drop forged wrenches, 30 per cent 
discount; agricultural wrenches, 40 per 
‘ent discount. 


In addition, the hardware man is suf- 
fering to some extent by large offer- 
ings by the government of hardware 
goods shipped over to France but not 
used and which are now being offered 
for resale, in this country, and at rela- 
tively low prices. One important item 
is that of axes. Several jobbers in this 
city have bought largely of government 
axes which they are able to sell to their 
trade at $12 per doz. and make a fair 
profit, but these axes are practically 
unfinished in the fact that the two sides 
are not polished, nor the butt of the ax, 
which is left rough. To sell finished 
axes of this grade the jobber would 
have to get about $18 per doz. show- 
ing that the cost of refinishing and pol- 
ishing is very high. This same situa- 
tion holds good in other lines of hard- 
ware being offered by the government 
and this condition will continue to pre- 
vail and work a hardship to the hard- 
ware man until these goods have been 
worked off. Offers of foreign goods in 
this market are liberal. Cutlery being 
one item that German makers are of- 
fering freely through their New York 
houses. 

General conditions in the local hard- 
ware trade are fairly encouraging, sev- 
eral leading jobbers and retailers stat- 
ing that they will close the month of 
September with a material gain in vol- 
ume of business over last month. There 
is also noticed more disposition on the 
part of jobbers to anticipate future 
wants. This is taken to mean that job- 
bers believe liquidation in prices on 
leading hardware lines is pretty well 
over and that there will not be such 
radical reductions in prices as have 
been a feature of the market up until 
within a month or six weeks ago. 

A pleasing development of the mar- 
ket is that both jobbers and retail deal- 
ers report some improvement in collec- 
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tions, and also that men on the road 
say there is more disposition on the 
part of their customers to buy goods 
in larger quantities than has existed 
for some time. 


Alarm Clocks.—_The Waterbury 
Clock Co., Waterbury, Conn., has an- 
nounced a slight reduction in prices 
on some grades of its alarm clocks. The 
new prices are $1.25 for the Call alarm 
clock, $1.75 for the Alert, and $1.60 
for the Vigilant, each, in small lots 
from store. 


Automobile Accessories.—The U. S. 
Tire Co. has made a reduction on 
its G. & J. tires, 30 x 3'-in. safety 
tread, to jobbers of $11.95 each, the 
price to the retailer being $14.68 each. 
Prices on Splitdorf No. P 179 spark 
plugs for Ford cars has been reduced 
to 50c. each. No change was made on 
other accessories of this company. The 
general demand for automobile acces- 
sories is only fair, excepting that tires 
and tubes are fairly active, also lenses, 
but it is likely the demand for these 
goods also will soon show a falling off. 
There is a law in Pennsylvania prohibit- 
ing the use of spot lights on cars but 
it is not observed and spot lights are 
used quite liberally in this city. Prices 
quoted by jobbers from stock are as 
follows: 


Reliable jacks, No. 1, $2.33; No. 2, $3.33, 
in lots of 12; A. C. Titan spark plugs, 65c., 
in lots up to 10, and 58c. in lots of from 10 
to 100; Derf spark plugs, 96c. each for all 
sizes, in lots less than 50; Champion X, 
50c. each for less than 100 and 48c. each for 
over 100; Champion regular, 58c. each for 
less than 100, all sizes, and 56c. each for 
over 100, 

Axes.—The new demand is not very 
active and prices show no change. It 
is believed, however, that stocks of both 
jobbers and retailers are very light and 
that demand will be better in the near 
future. Jobbers now quote from stock 
as follows: 

First quality, single bitted axes, $15 per 
doz.; double bitted, $20 per doz.; for un- 
handled; first quality, single bitted, han- 
dled, $20 per doz., and first quality double 
bitted, $25 per doz. 

Builders’ Hardware.—The outlook 
for this trade in the Pittsburgh dis- 
trict is now much better than for a 
long time. On Wednesday, Sept. 21, an 
agreement was reached with the car- 
penters who have been on strike since 
June 1, by which they have agreed to 
accept a reduction from $1.25 to $1 
per hour. Other building labor, such 
as plasterers, bricklayers, steam fitters 
and others, will no doubt also agree to 
accept the original wages offered by the 
master builders when the strike started, 
so that this deplorable strike, which has 
hurt building operations in the Pitts- 
burgh district, will soon be a thing of 
the past. In the last few days con- 
tracts have been placed in this city for 
the building of two large high schools 
and a public school, the combined cost 
of these three buildings being close to 
$2,500,000. Building labor will soon be 
more fully employed in this city than 
at any time in some months. 


Bolts, Nuts and Rivets—Not much 
news to report in these goods. New 
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buying is still light but local makers 
of nuts and bolts say that specifications 
against contracts, which have been held 
up for some time, are now coming in 
more freely. None of the local mak- 
ers of nuts and bolts is operating to 
more than 30 to 40 per cent of capac- 
ity and have only a fair amount of 
work ahead. 

Discounts quoted by jobbers from 
stocks are about as follows: 

Large structural and ship rivets, $2.35 to 
2.50; large boiler rivets, $2.45 to $2.60; 
small rivets, 65, 10, 10 and 5 to 70, 10 and 
10 per cent off list; machine bolts, small, 
rolled threads, 70 and 7% to 70 and 10 per 
eent off list; machine bolts, small, cut 
threads, 65 and 10 to 70 and 5 per cent off 
list; machine bolts, larger and longer, 65 
and 10 to 65, 10 and 5 per cent off list. 
Carriage bolts, % in. x 6 in.; smaller and 
shorter, rolled threads, 65 and 10 per cent 
off list; cut threads, 60 and 10 per cent off 
list; longer and larger sizes, 60 and 10 per 
cent off list. Lag bolts, 70 and 5 to 70 and 
10 per cent off list. Plow bolts, Nos. 1, 2 
and 3 heads, 60 and 10 per cent off list; 
other style heads, 20 per cent extra. Ma- 
chine bolts, c.p.c. and t. nuts, % in. x 4 in.; 
smaller and shorter, 60 and 5 per cent off 
list. 

Rivets.—Rivets, 1c. per lb. extra for less 
than 200 kegs. Rivets in 100-lb. kegs, 25c. 
extra to buyers not under contract: small 
and miscellaneous lots less than two tons 
25c, extra; less than 100 lb. of a size or 
broken kegs, 50c. extra. All prices carry 
standard extras f.o.b. Pittsburgh. 

Cement.—The Universal Cement Co. 
and several other makers have an- 
nounced a reduction of 20c. per barrel 
in best grades of building cement. This 
is done to help new building construc- 
tion. 


Ice Cream Freezers.—Nearly ll 
makers of ice cream freezers have now 
announced new prices on their freezers, 
and which are from 25 to 30 per cent 
lower than this year. North Brothers 
Mfg. Co., Philadelphia, are now quoting 
their lines of Lightning and Blizzard 
freezers to the trade as follows, 3-qt., 
list price $6.50; 4-qt., $8.00; 6-qt., $10.00 
and 8-qt., $13.00. On the Lightning 
make of freezers there is a trade dis- 
count of 55 per cent, and on the Bliz- 
zard 55 and 7% per cent. It is ex- 
pected that sales of ice cream freezers 
next year will be larger than this year, 
owing to the lower prices made by the 
makers. 


Iron and Steel Bars.—The new de- 
mand is picking up some, and the mills 
that roll steel bars are operating to 
larger capacity than for some time. 
Mills still quote from 1.60c. to 1.70c. in 
large lots at mill. 

Jobbers quote soft steel bars from stock 
at 2.10c. to 2.25¢c., and common iron bars at 
about 2.75c. to 3c. for fair sized lots. 

Iron and Steel Pipe.—As briefly an- 
nounced by wire in HARDWARE AGE 
last week, the National Tube Co. and 
other large makers of steel pipe and 
tubes have announced a reduction of 
$8 to $10 per ton in prices, depending 
on sizes. There is now a difference of 
close to $25 per ton in prices of iron 
and steel pipe in favor of the former, 
and for this reason it is not unlikely 
that at an early date there may be a 
further reduction in prices on iron pipe. 
Discounts on lap and butt weld steel 
and iron pipe to the large trade are 
now as follows: 
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The following discounts are to jobbers 
=e lots on the Pittsburgh basing 
card. 











Butt Weld 
Steel 
Inches Galv 
ep ceieeaticandsbeceuedies 28 
a UM Ga cccgcuckecnecdsnues 31 
ME peceusnecéouesseecenancee 48 
MM vccvdecadeaxsstarvadaes 54 
EON Gis esecticnsecesnsuecané 56 
Iron 
Me OD Dis si cetaecideaticeee 22% 
BD. otaeececanececseuekoudes 18% 
WD ccuteecsandenececdukdeds 2714 
EUS Mitéances eaneuatwanan 29% 
Lap Weld 
Steel 
61% 49 
6514 53 
6214 49 
61% 43 
39% 25% 
42% 29% 
40% 272 
Butt Weld, Extra Strong, Plain Ends 
Steel 
Mh, cesagsecadecaqeaseanaaees 50% 33 
Re ert 531% 35 
SS  cexeGhbeRedbahed hen ae me wate 59% 48 
a. sctenedudaeae’s iededquaed 6414 53 
ee 2 ee iacawouee 66% 55 
Ww Wie vavcucaueseaaenunese 6814 56 
Iron 
Se) Se Sievadecetaawudensees + 4% +37% 
Oi ‘edvadenawesos nab aks . 85% 23% 
We reirenseentixseacrunieres 42%, 28% 
RRO Bick cetcunccceccéusuas 4444 3014 
Lap Weld, Extra Strong, Plain Ends 
Steel 
Rea ee aes ey ant, | eerie? 591% 48 
a OM Mev ccccgecdnewamarwa 63% 52 
Be Ue Oriacwecnctecncewoawaa 621% 51 
DB Retsacesecenaneweesdaawal 58% 45 
| Ey eR iw aaa 52%, 39 
Iron 
MS decaniawse daa tensa was 40% 27% 
Bee Bisadubaseevnebneoes 43% 31% 
ia. Gi Ci cexcaueans 42% 30% 
TY OP Mibsaxudeaecediesenerea 35% 23% 
OHO Eiiakwisacvucncirkacks 30% 18% 


Discounts on iron and steel boiler 
tubes in large lots are as follows: 


The following are the discounts for car- 
load lots f.o.b. Pittsburgh: 


Lap Welded Steel 


Bs 4 ven cit cadens er enieeuaednad 2614 
(2 2. YY ee eee ree 41 
Bt We Sib caacaseacekGeeeéaunaeke 52 
Wen Ge Be Mindecdeeerstaeensecoweges 57 
Charcoal tron 
Ben “Eh seca wewew buns cu dasectunech ees List 
DOR ne Seen ccenadubenebenneawe 10 
(ih 2. 2 Se eee 20 
er OP OP eb cs aebhendanseceseceenaar 25 
Pee Cl Oe ii cacccscavecadcnseceecs 27 


On the above discounts the jobbers 
charge the usual advances in prices in 
small lots from store. 

Paints and Supplies—The season 
trade in these goods is pretty well over, 
and business has quited down a good 
deal. The campaign carried on this 
year to encourage painting up more 
often, will no doubt be a good thing for 
the paint and supply trade next year. 
Prices are unchanged. 


Jobbers are now quoting the smaller trade 
as follows: Ready mixed paint, $3.25 per 
gal.; standard grade linseed oil, 86c. per 
gal., and white lead, $11.50 per 100 Ib. 

Stucco 4-in. brushes remain at $4 each at 
retail; putty is now quoted at $1 for 12% 
Ib.; $1.90 for 25 lb.; sandpaper remains at 
30-10 per cent off list; prices on shellac are 
lower, the cheaper grades being quoted at 
$2.75 per gal.; medium grades,,$3.25 and the 
higher grades, $3.75 per gal. No changes 
were made in plate and window glass. 

Plate glass, less than 5 sq. ft., is 78 per 
cent off: over 5 sq. ft., 80 per cent off. 
Window glass, single strength, A and B, 
is 82 per cent off list; double strength, A, is 
83 per cent off, and double strength, B, 85 
per cent off list. Standard grades of var- 
nish, inside finish, are $3.15 per gal., and 
for outside finish, $4.20 per gal. 


Mops.—Due to the advance of raw 
cotton prices on nearly all makes of 
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cotton mops have been advanced about 
10 per cent. 


Roofing Paper.—Prices have been ad- 
vanced about 10 per cent. Everlasting 
1-ply is now quoted at $1.75 per roll, 
2-ply $2.15, 3-ply $2.55. Vitex 1-ply 
is quoted at $1.50, 2-ply $1.85 and 3-ply 
$2.15 per roll. Panamoid 1-ply is 
quoted at $1.30, 2-ply $1.60 and 3-ply 
$1.90 per roll. These advances in prices 
went into effect on Thursday, Sept. 22, 
and are reported as very firm. 


Snaths.—Makers have sent out prices 
on snaths or scythe handles, for the 
1922 season, and which are reduced 
about 25 per cent, the new price being 
$3 per doz. 


Skates.—Both the jobbing and retail 
trades are looking for good business 
this winter in ice skates, and have laid 
in pretty heavy stocks. Prices are hold- 
ing firm. Jobbers are quoting from 
stock about as follows, f.o.b. Pitts- 
burgh: 

Men’s and boys’ key clamp rocker, best 
steel runners, bright finish, 9lc. per pair 
men’s and boys’ key clamp rocker, steel 
runners, nickel plated, $1.18 per pair; men’s 
and boys’ key clamp hockey, polished cast 
steel runners, $1.24 per pair; children’s ex- 
tension, 55c. per pair: women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.51 
per pair. 

Sash Cord.—Due to the heavy rise in 
prices of cotton, prices on sash cord 
have shown an advance of not less than 
25 per cent. Cotton cord in 5-lb. bags 
and in 2!4-lb,.cones is now quoted at 
2lc. per lb. Three-ply jute twine is 
quoted at 21'%4c. in 14-lb. boxes and 
13%4c. in 1-lb. boxes. 

Sheets.—Effective, Thursday, Sept. 
22, the American Sheet & Tin Plate Co. 
announced a straight advance of $5 per 
ton on all grades of sheets, and all mak- 
ers of sheets are .now quoting the 
higher prices. The American Sheet & 
Tin Plate Co. is now operating its sheet 
mills to about 60 per cent of capacity, 
the largest rate of operation that this 
company has had in some months, and 
the general outlook for the sheet trade 
is very much better. Nearly all jobbers 
have advanced their prices, and are now 
quoting in small lots from store about 
as follows: 


Blue annealed sheets, 2.75c. 
28 gage Bessemer black sheets 
3.50c., and No. 28 gage galvanized, 4.25c. 
to 4.50c. in small lots from store. Prices 
quoted depend largely on the size of the 
order. 


Sweat Pads.—Due to the advance in 
cotton, prices on sweat pads have been 
advanced about 20 per cent. Sweat 
Pads 63 N size 12 to 20-in. base are now 
quoted at $4.00 per doz., and sizes 14 
to 20-in. base are quoted at $4.80 per 
doz. 


Seeds.—Prices on lawn seed for next 
year have been given out, and are from 
20 to 25 per cent higher than this year. 
The advance is due to the scarcity of 
Kentucky blue grass, which was a par- 
tial failure this year. Best grades of 
lawn seed for next year are quoted at 
28c. per Ib., for 2-lb. packages or in 
larger quantities. The price this year 
was 19c. per lb. A new law in Pennsyl- 
vania requires that all seed shall have 


to 3c.; No. 
3.25c. to 
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stamped on the package just what it 
contains, and dealers in buying this 
year should be careful to see that this 
statement appears on each package. 

Plaster Boards.—Prices on _ the 
Beaver and Cornell makes of plaster 
boards have been reduced about 20 per 
cent. 

Wire Products.—Makers of wire and 
wire nails report that specifications are 
coming in at a better rate than for some 
time. The large trade was pretty well 
covered for about 60 days ahead before 
the recent advance of 15c. per keg in 
wire nails and $2 per ton on most 
grades of wire was made. Jobbers re- 
port that nails and wire are moving 
out quite freely from store. Prices are 
holding firm. 

Jobbers quote from stock, to the re- 
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tail trade, as follows: 


_ Wire nails, $3.25 base per keg; galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance 
over this price of $1.25, and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 
$2.85 per 100 lb.; annealed fence wire, Nos 
6 to 9, $2.85; galvanized wire, $3.45; galvan- 
ized barbed wire, $3.85; galvanized fence 
staples, $3.85; painted barbed wire, $3 35: 
polished fence staples, $3.25; cement-coated 
nails, per count keg, $2.80; these prices 
being subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 
69% per cent for 1000-rod lots. and 66 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. 


Wood Boards.—There has been a re- 
duction of about 10 per cent in prices. 
Jobbers now quote: 13-in., $5; 15-in, 
$10; 17-in., $16 and 19-in., $24. De- 
mand is not very active. 


CINCINNATI 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg. 
Cincinnati, Ohio, Sept. 24. 

— weather, following a_be- 
lated heat wave, has given the 
hardware trade quite a spurt during the 
past week and orders for fall goods are 
now coming along very nicely. Job- 
bers report the size of the orders are 
increasing and dealers are seemingly 

buying with much more confidence. 

There are no particular features to 
the trade, although stoves and stove ac- 
cessories are showing a great deal of 
interest. Steel goods and wire prod- 
ucts are also moving well, the recent 
announcement of price increases in the 
steel and wire industry having had a 
good effect on the buying by retailers. 

Builders’ hardware continues as a 
good seller, with house furnishing 
goods also moving fairly well. In the 
automobile accessory branch, business 
still is very fair. Bolts and nuts are 
also picking up, indicating a slight in- 
crease in manufacturing activities. 

A few price reductions were made 
during the week, but as a whole the 
price situation is firmer. Some job- 
bers anticipate within the next month 
or two that prices on some articles 
will take a move upward. 


Aluminum Ware.—The demand is 
steady and dealers report sales as sat- 
isfactory. The recent price reductions 
have stimulated business to some de- 
gree. 

Axes.—This line is holding up very 
well and sales are very fair, indeed. 
There have been no price changes re- 
cently and none will likely be made un- 
til after the first of January. 

Jobbers’ quote: 3% Ib. single bitted, un- 
handled axes, $14.00 per doz.; 3% Ib. double 
bitted, unhandled axes, $19.00 per doz. 

Automobile Accessories—The de- 
mand is keeping up very well. Inter- 
est is now being shown in accessories 
for winter use, and some fair orders 
have already been placed. Another 
spurt on lenses was noticed and stocks 
of these now are very low. Prices, as 
a whole, are holding up very well. The 
Ford Motor Company made a reduc- 
tion averaging about 10 per cent on a 





few repair parts. This is the only 
price change of consequence an- 
nounced during the past two weeks. 


Builders’ Hardware.—The spurt re- 
ported in the last market still continues 
and jobbers and dealers are well sat- 
isfied with the volume of business go- 
ing at the present time. The building 
situation in Cincinnati is expected to 
take a big spurt following the award 
of a board of arbitration on wages now 
in session. It is expected that the 
award will call for at least a 10 per cent 
reduction in wages of all building 
trades employees. Quite a number of 
new houses are now being erected and 
architects report a lot of work in their 
offices now held up until the wage situa- 
tino is adjusted, when it will be re- 
leased. A number of big projects are 
also being held in abeyance, including 
the Masonic temple and the Gibson 
Hotel addition, which are expected to 
cost about $2,000,000 each. A ten- 
story building for the Knights of Co- 
lumbus and the new structure for the 
Business Men’s Club are expected to be 
up for bids before the first of the year. 


Bolts and Nuts.—The demand for 
bolts and nuts shows a slight increase, 
indicating, according to jobbers, some 
resumption of manufacturing activities. 
There have been some slight revisions 
in jobbers’ quotations during the past 
week. A 10 per cent reduction in car- 
riage bolts and semi-finished nuts was 
made by most of the jobbing houses, 
who now quote: 


Machine bolts, small sizes, 60, 10 and 10 
off, large sizes, 50, 10 and 10 off; Carriage 
bolts, small sizes, 50, 10 and 10 off, large 
sizes, 50 and 10 off; Stove bolts, 80 and 5 
off; Semi-finished nuts, small sizes, 80 
and 10 off, large sizes, 75 and 10 off. 

Door Checks.—A decline approxi- 
mating 15 per cent has been made in 
door checks, and jobbers have changed 
their prices accordingly. 

Cotter Pins.—A slight decline has 
been made in cotter pins, and these are 
now quoted at 90, 40 and 5 off list. 

Drills—A slight improvement. over 
the previous fortnight is reported in 
the sales of drills. The demand, how- 
ever, is still far short of normal. There 
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have been no price changes, and job- 
bers quote: 

Carbon drills, 50 and 5 off; 
drills, 10 and 5 off. 

Eaves Trough and Conductor Pipe. 
—Jobbers report a greatly increased 
business during the past two weeks. 
In last report it was stated that lower 
prices might possibly be made, but it 
looks now as though any changes made, 
will be upward. Stiffening prices for 
galvanized sheets may be reflected in 
the prices of eaves trough and condu- 
tor pipe. In the meantime, however, 
jobbers are quoting: 

28 ga, 5 in. eaves trough, $4.75 per 100 
ft.; 28 ga. 3 in. corrugated conductor pipe, 
$4.75 per 100 ft.; 3 in corrugated conductor 
elbows, $1.73 per doz, 

Expansion Cases.—A 10 per cent de- 
cline has been made in expansion cases 
and jobbers prices have been changed 
accordingly. 

Files.—The demand continues to im- 
prove. Sales during the past week 
having been quite a bit heavier than 
during the preceding one. There have 
been no price changes since the one 
announced a month ago and jobbers 
continue to quote all makes of files at 
60 and 10 off list. 

File Cards.—New prices have been 
announced on this item and local job- 
bers are now quoting file cards at $3.00 
per dozen. 


Galvanized Ware.—There have been 


high speed 


_no further reductions since the ones 


announced in last report. The demand 
is fair. 

Jobbers’ quote: Galvanized pails, 10 qt.; 
$2.25 per doz.; 12 qt., $2.50; 14 qt., $2.85; 
16 qt., $3.25. Gal. tubs, No. 0, $5.25 per 
See No. 1, $6.00; No. 2, $6.25; No. 3, 

40. 


Glass.—The improvement noted 
previously still continues. A number 
of factories will resume operations 
about the first of October following the 
settlement of the wage question. There 
have been no further price changes and 
jobbers quote: 

Window glass, single strength “A,” 81 
per cent discount; double strength A, 83 
per cent discount. Plate glass, 85 per 
cent discount. 

Hinges.—A readjustment of prices 
on strap and T hinges has been made 
by some manufacturers. The changes 
amount to an average decline of 2! 
per cent. 


Nails.—The demand for nails is still 
very good. Some local jobbers have 
increased their prices 15c. per keg fol- 
lowing the recent announcement of a 
similar increase by the mills. 


Jobbers quote: Common wire nails, $3.25 
to $3.40 per keg base. 


Paints and Oils.—While jobbers re- 
port paints as moving slowly, dealers 
report a very fair business. The fall 
painting season has not opened up in 
full as yet but the prospects are good 
for a big season. The market on lin- 
seed oil and turpentine is somewhat 
firmer and prices have moved up ap- 
proximately 3c. per gallon since iast 
report. Lead is unchanged. Jobbers 
quote: 


Ready mixed house paints, $2.60 per gal.; 
Linseed oil, 83c. per gal.; Turpentine, 68c. 
per gal.; White and red lead, 13c. per Ib. 
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Pipe Taps and Dies.—Manufacturers 
have made a reduction of approximate- 
ly 15 per cent and these have been put 
into effect by local jobbers. 

Pipe Cutters—A reduction of ap- 
proximately 12% per cent has been 
made in pipe cutters. 

Jobbers’ now quote: Barnes pipe cutters 
at 55 and 10 off list; Trimo pipe cutters, 
45 and 10 off list. 

Rivets.—A decline of approximately 
10 per cent has been made in rivet 
prices since last report. Jobbers now 
quote all sizes at 65 and 10 off list. 


Roofing Paper—Some manufactur- 
ers of roofing paper have made reduc- 
tions of 10c. per roll and these have 
been put into effect by local jobbers. 
The demand for roofing paper at the 
present time is very fair. 

Sheets.—Local jobbers report the 
demand for sheets as increasing. It is 
expected that some price announce- 
ments will be made shortly and that the 
revision, when it comes, will be up- 
ward, as the sheet market during the 
past week or so has been showing evi- 
dences of greater activity. Prices, 
however, are still as last quoted, with 
the exception of the lighter gauges of 
blue annealed sheets, which have been 
advanced 10c. per 100 Ibs. 


Jobbers quote: 28 ga. black sheets, 4.25c. 
per lb.; 28 ga. gal. sheets, 5.25c. per Ib. 


Sash Cord.—The price situation is 
much firmer and a further advance of 
lc. a lb. is reported. No. 8 braided 
sash cord is now quoted at 32c. per lb. 

Sash Weights.—The demand con- 
tinues fair and prices are holding firm. 
Most jobbers now quote sash weights 
at $2.00 per 100 lbs. 

Screws.—Some price changes have 
been made since last report. These in- 
clude a reduction of 5 per cent in cap 
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and set screws and a slight reduction 
in wood screws. 

Jobbers’ quote: Machine screws, all sizes, 
75 and 10 off; cap screws, 60 and 10 off; 
set screws, 65 and 10 off; coach screws, 60 
and 10 off; wood screws, 80 and 20 off. 

Stoves.—The cooler weather of the 
past week has stimulated an interest 
in stoves and dealers report that the 
sales to date auger well for a success- 
ful season. Stoves are, on the average, 
from 15 to 25 per cent lower than last 
year and while stocks are large a cold 
spell will, undoubtedly, move the 
greater portion of them. 

Stove Pipe.—Interest in stove pipe 
is constantly increasing and jobbers re- 
port their sales as very good. Stocks 
are in good shape to take care of all 
demands. Prices are unchanged and 
firm. 


Jobbers’ quote: Royal grade stove pipe, 

in., 17c. per joint; 7 in., 20c. per joint. 
Stove pipe elbows, 6 in., $1.65 per doz., 7 
in., $2.25 per doz. 


Vises.—Manufacturers of vises have 
reduced prices 15 per cent and local 
jobbers have changed theirs accordin- 
ly. These are now generally quoted 
at 33 1/3 and 5 off. 

Wire Products—The demand for 
plain and barbed wire is still good. It 
is expected within the next couple of 
weeks new prices will be effective on 
wire products and that these will show 
a slight advance. In the meantime, 
jobbers quote: 

Black painted wire cloth, 12-mesh, $2.35 
per 100 sq. ft.; Poultry netting, 60 per cent 
off. No. 9 annealed wire, $3.00 per 100 Ibs. 
2-pt. Cattle wire, $3.25 per spool. 4-pt. 
cattle wire, $3.45. American special cattle 


wire, $2.50 per spool. 2-pt. hog wire, $3.45; 
4-pt. hog wire, $3.70. American special hog 
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wire, $2.75. 

Wrenches. — Stillson and  Trimo 
wrenches have been reduced approxi- 
mately 10 per cent and local jobbers 
have changed their prices accordingly. 


TWIN CITIES — 


3725 Colfax Avenue, South, 
Minneapolis, Minn. 


’ ENERAL business conditions ap- 
pear now to be definitely on the 
mend, practically all merchants report 
somewhat of an improvement begin- 
ning with the first of the month. A 
steady improvement is now expected 
which will reach a normal volume of 
business in the early spring. The gen- 
eral public is shopping more and more 
and are always on the lookout for real 
bargains. This gives the merchant 
who has a heavy stock of any item a 
chance to dispose of it for at least his 
old costs and thus reduce his inventory 
for the first of the year. 


Bankers report a rapid improvement 
in credits and that farmers are liquidat- 
ing their loans as fast as crops are 
sold. 

Builders’ Hardware.—Sales of build- 
ers’ hardware continue to improve daily 
and indications are for good volume of 
sales late into the winter season. While 
most of the building has been of pri- 
vate homes construction is being 
started on some large apartment houses 
and office buildings. 


Axes.—There is no improvement in 
the demand for axes as yet. Jobbers’ 
stocks are in good condition. Prices 
remain as last. 

We quote from local 
Single bit, $14.50; double bit, 
weights, 

Brads.—The demand for brads con- 
tinues of very fair volume due to the 
large amount of construction work now 
under way. Jobbers’ stocks are in good 
condition. Prices remain as last quoted.. 

We quote from local jobbers’ stocks: 
Brads in bulk, 70-10 per cent; in packages, 
70 per cent. 

Bolts.—The demand for bolts shows 
a very slight improvement, but not 
sufficient to be real encouraging. Job- 
bers’ stocks are ample. Price remains 
as last quoted. 

We quote from local jobbers’ stocks: 
Small carriage bolts, 50-10-5 per cent; large 
carriage bolts, 50-5 per cemt; small ma- 
chine bolts, 60-10 per cent; large machine 
bolts, 55-5 per cent; stove bolts, 75 per 
cent; lag screws, 60 per cent. 


Coal Hods.—It is a little early in the 
season for retail demand to develope, 
but it should open up within the next 
two weeks. Prices remain as last. 


We quote from local jobbers’ stocks: 
Japanned open, 17-in., $4.30; 18-in., $4.80; 
Japanned, funnel, 17-in., $5.40; 18-in., $5.95; 
17-in., $6; 18-in., $6.55; 


jobbers’ stocks: 


$19.50; base 


galvanized, open, 
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galvanized, funnel, 17-in., $7,40; 18-in., $8. 

Eaves Trough Conductor Pipe and 
Elbows.—Sales continue to be a very 
good volume and are expected to con- 
tinue so for the next few weeks. Prices 
same as last. 


We quote from local jobbers’ stocks: 


Eaves trough, 28-gage, 5-in., lap joint, sin- 
gle bead, $4.50 per 100 ft.; 3-in. conductor 
pipe, 28-gage, corrugated, ‘34. 50 per 100 ft.; 
elbows, 3-in., corrugated, $1.63 per doz. 


Files—Sales can be considered as 
only fair and doubtless will remain so 
until manufacturing conditions im- 
prove. There has been no further 
change in prices. 


We quote from local jobbers’ stocks: 
Nicholson files, 60 per cent; Arcade, 60-5 
per cent; Riverside, 50-10-5 per cent. 


Galvanized Ware.—Sales of galvan- 
ized ware remain rather dull, as they 
have for some weeks past. Jobbers do 
not see any immediate prospect of im- 
provement in this line. Prices remain 
as last quoted. 


We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $6.70 per 
doz.; standard No. 2, $7.55 per doz.; 
standard No. 3, $8.80 per doz.; heavy gal- 
vanized No. 1, $18 per doz.; No. 2, $20.50 
per doz.; No. 3, $22.80 per doz.; standard 


10-qt. galvanized pails, $2.35 per doz.; 
standard 12-qt., $2.60 per doz.; standard 14- 
qt., $2.90 per doz.; 16-qt., galvanized stock 


pails, $4.50 per doz.; 19-qt., $5.10 per doz 

Glass and Putty.—Some interest is 
now being shown in both of these items 
and sales should develope rapidly from 
now until about Dec. 1 for the retail 
hardware dealer. Prices remain as last 
quoted. 


We quote from local jobbers’ stocks: 
Single Ciseneths glass, 80 per cent; double 
strength glass, 82 per cent from standard 
lists. Commercial putty in bladders, $4.10 
per cwt. 


Lanterns.—As the daylight hours are 
rapidly growing less more interest is 
being shown in lanterns. A fair vol- 
ume of business should develope during 
the next few weeks. Prices show no 
change since last report. 


We quote from local jobbers’ stocks: 
Tubular long globe, $13 per doz.; tubular 
short globe, $13 per doz.; tubular dash, 


$17.60 per doz. 

Nails.—There is a very good and 
steady demand for nails, although in- 
dividual orders are not large because 
the purchaser knows that he can get 
supplies when needed. Prices remain 
as last quoted. 


We quote from iocal jobbers’ stocks: 
Bright wire nails, $3.85 base; cement coated 
nails, $3.25 base. 

Oil Heaters.—Cold weather is now 
doing its part in creating a demand for 
oil heaters. A fair volume of busi- 
ness is expected. Prices remain same 
as previously quoted. 

We quote from local jobbers’ stocks: 
Japanned polished steel, 3-qt. capacity, 
$4.10 each; nickeled polished steel, 4-qt. 


capacity, $5 each; blue enameled body, 4-qt. 
capacity, $7.50 each. 


Paper.—There is a very good demand 
for building papers of all kinds, and 
this is expected to continue well toward 
the first of the year. Prices remain as 
last quoted. 

habe quote from jobbers’ 

o. 2 tarred felt, $2.95; threaded felt, 
$1. 78; slaters felt, $1. 39; No. 20 red rosin, 
44c. per roll; No. 25 red rosin, 57c. per roll; 
No. 320 red rosin, 70c. per roll. 

Registers.—Sales of registers remain 
at a very low point and a large amount 
of business is not to be expected. Price 
remains as last. 


local stocks: 
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local jobbers’ stocks: 


We quote from 
30 per cent from 


Cast steel registers, 
standard price lists. 


Rope.—There is a continued improve- 
ment in sales of rope of various sizes. 
This is the first time there has been 
any interest for several weeks. Prices 
remain as last. 


We quote from local jobbers’ stocks: 
Pure manila rope, 17%c. per lb. base; pure 
sisal rope, 144%c. per lb. base. 


Sandpaper.—A very satisfactory vol- 
ume of business is now being done in 
all grades of sandpaper. Jobbers’ stocks 
are ample, and prices remain firm as 
last. 


We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 Gar- 
net paper at $15 per ream. 


Sash Cord.—A very satisfactory vol- 
ume of business is being done in sash 
cord, which will no doubt continue for 
several weeks. While jobbers have not 
put any advances in effect locally, there 
will undoubtedly be an advance shortly. 


We quote from local jobbers’ stocks: 
Silver Lake No. 8, 58c. per lb.; ordinary 
branded sash cord No. 8, 38c. per Ib 


Sash Weight.—The demand for sash 
weights continues to be very good. 
Prices show no change. 

We quote from 
$2.30 per cwt. 

Screws.—The demand for screws of 
all kinds continues to show a steady 
improvement and a fair volume of 
business is now being done. Prices re- 
main same as last. 


We quote from local jobbers’ stocks: 
Flat head bright screws, 80 per cent; round 
head blued screws, 75 per cent; flat head 
japanned screws, 70 per cent; flat head 
brass screws, 72144 per cent; round head 
brass screws, 70 per cent. 


Snow Shovels and Sidewalk Scrapers. 
—There is no retail demand as yet, and 
it does not come until after the first 
heavy snowfall. Prices remain as last. 


We quote from local _jobbers’ stocks: 
Wood straight handle, $5.7 75 per doz.; steel 
blade, straight handle. $4.75 per doz.; gal- 

vanized steel blade, D handle, $14.40 per 
ix: steel sidewalk scrapers, $5 per doz. 


Solder.—Demand for solder remains 
very unsatisfactory. Jobbers’ stocks 
are ample, and prices show no change 
since last report. 

Half and half solder, 22c. per Ib. 

Steel Sheets.—There is a trifle bet- 
ter demand for steel sheets at this writ- 
ing but not sufficient to be encourag- 
ing that there will be any great im- 


local jobbers’ stocks’ 


provement. No further price changes 
since last report. 

We quote from local jobbers’ stocks: 
28-gage black sheets, $4 per cwt.; 28-gage 


galvanized sheets, $4.50 per cwt. 

Steel Traps.—No interest is being 
shown in this line in a retail way as yet, 
although dealers are getting stocks in 
shape for the early winter trade. Prices 
remain as last. 

We quote from local jobbers’ stoeks in 
dozen lots: Victor No. » $1.71; No 
$2.01; No. 1%, $3.05; No. 2, $4.21; New- 
house No. 0, $4.75: No. 1, $5.62; No. 1%, 
$8.50; No. 2, $12.56. 

Stove Goods.—The public is begin- 
ning to show a little interest in stove 
goods and some sales are being made, 
but it is a little early to expect any 
volume. Prices remain as last. 

We quote from local jobbers’ stocks: 
Stove boards, crystallized, 28 x 28, $17 per 


doz. 30 x 30, $19.10 per doz.; 36 x 36, $27.50 
per doz.; stove pipe, uniform blued, 28- -gage, 
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6-in., $14.40 per crate of 100 knocked down; 
elbows, 6- in., common corrugated, $1.56 per 
doz.; 6-in. adjustable, charcoal iron, $2.05 
per doz. : dampers, cast iron, wood handle, 
or coil handle, 6-in., $1.50 per doz.; stove 
shovels, japanned, 15- -in., 80c. per doz.; 
japanned Jumbo, 21%-in., $1.85 per doz.; 

japanned Jumbo Junior, 14-in., 90c. per doz. 


Tin Plate.—Sales of tin remain only 
fair and no great demand is expected. 
Prices remain as last quoted. 


We quote from local jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $14.15; roofing 
tin, IC, 20 x 28, 8-lb. coating, $14.50 per box. 


Washers.—The demand for washers 
remains very small and no improve- 
ment of any moment is expected. Prices 
remain as last quoted. 


os quote from local jobbers’ stocks: 
4-in. wrought steel washers, $6.45 per cwt.; 
iZ -in. wrought steel, $6 per cwt. 


Weatherstrip.—While a little inter- 
est is being shown in a retail way no 
actual demand has developed as yet. 
Prices remain as last. 


We quote from local jobbers’ stocks: 
Wood and felt, 5-in., $2.10 per 100 ft.; 
iR- +x $2.10 per 100 ft.; l-in., $2.85 per 


Wheelbarrows.—There continues to 
be a gradual improvement in sales, and 
volume is considered fair considering 
general conditions of business. Prices 
remain as last. 


We quote from local jobbers’ 
Wood stave fully bolted, $36 per doz.; 
ed steel, $7 each; No. 
each. 


Wire.—With the exception of smooth 
black wire used in construction work 
very little interest is being shown in 
wire at this time. 
last quoted. 


We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.30; galvanized cattle wire, $3.66; painted 
hog wire, $3.47; galvanized hog wire, $3.91; 
plain black annealed fence wire, No. 9, 
ety plain galvanized annealed, No. 9. 


stocks: 
No. 1 
1 garden, $5.40 


Bosch Has New Managers 


New managers have recently been 
appointed for the American Bosch 
Magneto Corporation at its New 
York and Detroit branches. George 
Shortmeier, formerly New York 
manager for the Madison Rubber Co. 
and later district manager at New 
York for the Sinclair Oil Co., has 
been placed in charge of the Bosch 
branch at New York, replacing O. S. 
Stanley. 

Charles L. Shedd is now manager 
of the Bosch branch at Detroit, tak- 
ing the place of Roy Davey, who has 
been made manager of the manufac- 
turing sales department at Spring- 
field, Mass. Mr. Shedd was at one 
time promotion manager of the 
truck division of the Packard Motor 
Car Co. at Detroit, subsequently 
served as official distributor at 
Omaha for that company, and still 
more recently acted as sales man- 
ager of the Republic Truck Corpor- 
ation, at New York City. 


Davies & Ammon, 103 Beekman 
Street, New York, has issued an illus- 
trated pamphlet on Screwless Spring- 
set Shears. 


Prices remain as 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 

















Offers New Washing Machine 
Model 


The Automatic Electric Washer Co., 
Inc., Newton, Iowa, offers the trade 
Model 214, the latest addition to the 
automatic line of electric clothes wash- 
ers made by this company. 

It has many safety features—all the 
gears are enclosed and all moving parts 
are out of the way. Oil cup lubrication 
is used and a safety release on the 
wringer makes it an interesting ma- 
chine. The machine is very strong, is 
well braced, and has a riveted all-steel 
bench. The copper tub is made right in 
the same factory and is designed par- 
ticularly for this model. 

The capacity of this machine ig six 
sheets or its equivalent, and the floor 
space used is only 23 x 44 in. 

















Automatic Washer No. 214 


Electric Table Stove Cooks 
Complete Meals 

Will you have waffles, toast, a stew, 
fried eggs? You can have all these and 
many other delicious dishes cooked elec- 
trically on the table with the use of the 
Armstrong Table Stove. This stove, 
made by the Standard Stamping Co., 
Huntington, W. Va., will actually cook 
three things at once. With the stove 




















Armstrong Table Stove and Equipment 


comes a complete outfit of cooking 
utensils. 

All food that is fried, boiled, broiled, 
stewed or put through any other cook- 
ing method may be done on this stove. 
A length of cable with a standard plug 
to fit in the light socket is furnished 
with the stove, The cooking utensils are 


of aluminum with strong ebonized han- 
dles. The plug used is frictionless and 
tilting, making it positive in action and 
sure not to slip when wanted. When 
toasting bread both sides are browned 
uniformly at the same time. 

















Armstrong Table Stove—Assembled 


For Recutting Fibre Needles 

Many people consider the fibre phono- 
graph needle as superior to the steel 
variety claiming that it gives a better 
tone and a more perfect reproduction 
of fine sounds. The initial purchase 
price of fibre needles is slightly higher 
than the cost of steel needles which 
makes the Lidseen Fibre Needle Cutter 
of added interest. 

This device is made by Gustave Lid- 
seen, 830 So. Central Ave., Chicago. It 
is built to fit right on the record turnta- 
ble, a slot fits over the pilot pin. The 
needle may cut without removing it. 
The tone arm is swung around into 
position and the point of the needle 














Lidseen Fibre Needle Cutter 


inserted in the cutter. The small lever 
is pushed down slowly’ and steadily 
causing a very thin shaving to be re- 
moved and leaving a new playing point. 

Fibre needles hitherto good for only 
one or two records may now be used 
indefinitely. The fibre needle is known 
to cause less wear on the record than 
the steel variety. A small catch pan 
gathers up the shavings. 


Complete Line of Rolling Step 
Ladders 


Three different methods of operation 
are available in the models of rolling 
step ladders made by the Daynite Furni- 
ture Mfg. Co., 213 Chouteau Trust 


Building, St. Louis, Mo. Fifteen differ- 
ent styles are made suitable for use in 
hardware stores and in other retail es- 
tablishments. 

One style of operation is the ladder 
that suspends from a track fastened to 
the shelving without running on the 
floor. Another style has the ladder 
running on floor casters and has a 
track on the ceiling used as a guide. 
The third model runs on the floor and 
is tracked to the shelving. The com- 
pany also makes ladders to run on 
curved tracks that will turn corners. 

This line of ladders is known as the 
Ideal line, a trade name given also to 
the line of other store equipment made 
by this company. They make store 
windows, store cases and store furni- 
ture. 
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Showing three Ideal Ladders 


Can Opener for Speed and 
Safety 


Quick, safe and sanitary are the main 
characteristics claimed for the Quick 
Safe Can Opener recently placed on the 
market by John E. Chumbley & Co., 
Nashville, Tenn. 

This machine fits on a table ledge 
and may be thumb clamped securely in 
place. The can is put in the proper 
place and the handle turned to remove 
the cover. It removes the can cover so 
quickly and completely that it is hardly 
any job to doit. The machine is nickel 
finished and weighs about two pounds. 

















Quick Safe Can Opener 


Reading matter continued on page 76 
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Now Is the Time to Stock New Goods 


Irons in Either Direction 


Because of the two-point construc- 
tion the Duo Point Electric Iron may 
be used in either direction, forward or 
backward, with ease. The iron is pointed 
at both ends and does not need to be 
lifted and turned around when in use. 
These two hot points are said to be ex- 
clusive in the Duo Point Iron made by 
the Central Flatiron Mfg. Co., Johnson 
City, N. Y. 

The iron is perfectly balanced and 
has strong and quick acting heat ele- 
ments. Sufficient cable cord is furnished 
with each iron. The standard plug will 
fit any light socket. 

















Duo Point Electric Iron 


Electric Glue Pots 


It is said that glue should never be 
heated above 150 degrees Fahr. This 
is accomplished with the use of the 
Hold-Heet glue pots made by the Rus- 
sell Electric Co., 140 West Austin Ave- 
nue, Chicago, II. 

This electric glue pot has thermo- 
static control that keeps the heat sup- 
plied always at the proper temperature. 
There is no water jacket to boil dry and 
there is said to be a minimum evapori- 
zation of water from the glue. No spe- 
cial wiring is required to use this pot, 
as the plug fitted to the cable length 
will fit any standard socket. The inner 
chamber where the glue is placed is 
made of copper; the outer shell is made 
of galvanized steel. 

The Hold-Heet electric glue pot is 
made in various sizes. 

















Hold-Heet Electric Glue Pot 


Handy Cork Extractor 


Many a cork gets stopped or broken 
in the attempt of removal and must 
then be fished out or pushed into the 
contents. In this little emergency the 
U-Neek stopper remover made by the 
Unique Necessities Corporation, 5011 

















U-Neek Stopper Remover 


Catalpa Street, Baltimore, Md., comes 
to the rescue. This device fits over the 
bottle head and has three pins with 
large heads. These pins may be set into 
the cork at an angle, all three pointing 
inward. A twist of the handle of the 
device will then remove the most stub- 
born cork. 

On the handle of the device is a hook 
that may be used for removing crown 
seals and milk caps. This device does 
not ruin the corks but leaves them in 
condition to be used again. 


For Adjusting Rope Line 


Wherever rope is used the Marvel 
Rope Lock will be found of assistance. 
It is the product of the Malcolm-Will- 
iams & Co., Inc., 186 Remsen Street, 
Brooklyn, N. Y., and will quickly take 

















Marvel Rope Lock 


up the slack in any kind of rope and 
may be instantly released. 

It eliminates the necessity of tying 
and untying knots and is very handy 
on the clothes line and for tent users. 
It is used for awning lines and for flag 
halyards and is very handy for the 
truck driver who wishes to tighten up 
his ropes. In the cold weather there 
need be no numb fingers from frozen 
clothes line or supporting ropes of.any 
kind. The Marvel Lock could easily be 
operated with gloves on. 

The Marvel Lock is durable and rust- 
proof. It is made of galvanized iron 
and has a phosphor bronze spring. 


Wire Infant Cribs 


Something new for the new baby is 
found in the Buffalo Wire Infant’s Crib 
made by the Buffalo Wire Works Co., 
Buffalo, N. Y. It is made from Buffalo 
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Diamond Mesh fabric, smoothly and se- 
curely fastened to round iron frame and 
neatly enameled white. 

The bottom is constructed of a square 
mesh fabric made of flat crimped wire 
which gives a springy effect. These 
cribs may be lined inside with silk or 
satin linings and are suitable for bed- 
room use or use on the porch or lawn. 
These cribs are made in three sizes, one 
size being for twins. 

















Buffalo Wire Crib 


Complete Electric Range 


Complete with a good-sized oven, the 
Universal Electric Range made by Lan- 
ders, Frary & Clark Co., New Britain, 
Conn., will be of interest to modern 
housewives. 

This range is designed along fairly 
conventional lines and has three hot 
plates for general cooking, an oven 
measuring 14 x 14 x 19 in., and a heat- 
ing shelf where food may be kept warm 

















Universal Electric Range 


or plates may lose their chill. Each 
cooking section has its own heating ele- 
ment and an individual switch. The 
stove is always ready for use without 
flame, matches, odor or smoke. The 
oven has a conveniently located ventila- 
tion lever. The oven also has a broiler 
(Continued on page 78) 
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—and a complete 


garage hardware Set 1s 
selected, sold and delivered 


In the old days a customer coming in for garage hardware 
brought a lot of trouble with him. After some discussion 
you would get an idea of what length track he needed, the 
number of hangers, hinges and so on down the line. Then 
while he stood on one foot, then the other, you would do a 
few miles around the store assembling the job. 

But no more! McKinney has changed all that. 


The McKinney catalog tied to a string on the counter 
fortifies you with all the facts. You can show him all the 
different kinds of doors he can use. Then when he makes 
his choice you just take a box, with that number on it, off 
the shelves. Every necessary piece of hardware is in the 
box. When he gets his garage built he gets exactly what 
he wanted. The instructions in each box won’t let him go 
wrong. 

If you haven’t stocked with McKinney Complete Garage 
Sets you are missing a big chance to take off a lot of your 
overhead and trouble and add on some good wholesome 
profits. 


Start today by writing for the catalog. We supply that free: 
McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, Wrigley Bldg., Chicago. Export Representation 


MCKINNEY 
Hinges and Butts 


Also manufacturers of McKinney farm building door hard- 
ware, furniture hardware and McKinney One-Man Trucks. 
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arrangement. The hot plates are of the 
enclosed type and are said to heat more 
quickly and to be free from dangers of 
abuse. The hot plates have overlapping 
rims to prevent spilling grease or other 
liquids under the plates. All electrical 
connections are carefully insulated to 
prevent shock or burn to the operator. 


Improved Bevel Protractor 


A bevel protractor, provided with a 
turret graduated entirely around its 
outer edge, securely locked in position 
by a knurled nut, and an arm extend- 
ing from the turret carrying an ad- 

















New Bevel Protractor 


justable 6-in. blade, held in position 
by a knurled head screw and clamp, so 
constructed that the turret and blade 
swing in a complete circle, with the 
angle correctly registered at all times, 
has been placed on the market by the 
Union Tool Co., Orange, Mass. 

Connected with the extension arm by 
a knurled screw and clamping plate 
is the adjustable base, which may be 
moved in either direction to meet the 
blade, thereby completing the angle be- 
ing described. As furnished, the body 
is made of tough cast metal. The 
blade and base clamps, as well as the 
adjustable base and the blade are made 
of hardened steel. No auxiliary at- 
tachments are needed. 


Washing Machine Operates on 
Water Power 


The Princess Washing Machine Mfg. 
Co., Cincinnati, Ohio, has developed the 
Princess Water Power Washing Ma- 

















Princess Water Power Wash Machine 
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chine and Wringer. It is a successful 
water power machine that will do the 
washing clean and easily and will also 
do the harder work of wringing the 
clothes. In use the hose connection is 
attached to the faucet of the sink. The 
water pressure motor does the work. 
The machine is automatic, for when the 
water is turned on and the lid shut 
down the machine will wash the clothes 
until the lid is raised and the water 
turned off. The motor then meshes up 
with the wringer, which will then oper- 
ate so that the housewife may supply 
the clothes for wringing without actu- 
ally doing any of the labor. 

It is said that a tub full of clothes 
may easily be cleaned in 15 minutes. 


Ventilates Without Dirt or Draft 


V-W ventilators are designed to fit 
in the lower portion of the window 
frame. They will provide clean venti- 
lation without draft, dirt, dust, cinders, 
rain, snow, or insects. They are manu- 




















V-W Ventilators in Home Window 


factured by the V-W Ventilator Co., 
101 North High Street, Columbus, Ohio. 

V-W ventilators are suitable for use 
on street cars, theaters, church win- 
dows, private home windows and in any 
place where clean ventilation without 
draft is desired. 

These ventilators are made of pat- 
ented R-shaped metallic louvers mount- 
ed vertically in a substantial frame, 
and while allowing the air to pass into 
the interior they also, by their peculiar 
shape, keep out all foreign matter. The 
vertical louvers make this device: self- 
cleaning and there are no catch places 
to hold dirt. 


All Metal Washing Machine 


The Humanity washer is the name 
given to machines made by the Cen- 
tral Mfg. Co., 2525 Montgomery Street, 
St. Louis, Mo. These machines are of 
the cylinder type and are made in 
various capacities. 
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The cylinder is made from one sheet 
of copper with holes punctured through. 
These holes are backed out so that finest 
of silks and fabrics never come in con- 
tact with the rough edge of the metal. 
There is no wood in the cylinder or in 
any other part of the machine. 

The wringer swings in four differ- 
ent positions and locks automatically 

















Humanity Washing Machine 


in any desired position. The main 
working parts of this washer operate 
continually in oil. The electric motor 
used is strong and durable and is said 
to give excellent service. 


Combination Coal and Gas 
Range 


Convenience with the minimum of 
labor and expense being the keynote of 
modern housekeeping, the Leader com- 
bination coal and gas range, made by 
the Southern Stove Works, Evansville, 
Ind., will be of interest to hardware 
dealers. 

This stove is built to stand hard and 
steady work. It may be connected to the 
gas line and has two elevated gas ovens 
as well as a lower oven for coal or 
wood heat. Four cover burners are sup- 
plied for the coal or wood fire, and for 
gas heat there are four burners and 
one simmer light. One of the gas ovens 
is built for broiling. 

The stove is neat in appearance and 
would look well in any kitchen. 

















Leader Combination Range 
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Richards-Wilcox AiR-Way construction for multifold casement windows 
makes it possible to open or close the windows to any desired opening with- 
out touching the screens. 
AiR-Way installations in thousands of homes have proven beyond ques- 
tion, the superior qualities of this construction. 
If you are not in position to co-operate with your architects and contrac- 
—_ insofar as AiR-Way is concerned, you may be sacrificing a worth-while 
profit. 

Write today for special catalog—UC-4. 


CLEVELAND INDI NAPOLIS L 
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Metal Case for Inner Tubes 


Inner tubes kept as spares usually 
are rolled up and placed under the 
driver’s seat, where oil, dirt and tools 
may ruin it before it has a chance to 
give service. To help motorists protect 
spare inner tubes the Martin Metal Mfg. 
Co., Wichita, Kan., has designed the 
Martin Inner Tube Box. 

These boxes are made of two drawn 
steel shells, constructed so as to admit a 
rolled inner tube. A slot for the valve 
stem is provided. The cover locks over 
with a sliding arrangement. The sug- 
gestion of the manufacturer is that a 
few pounds of pressure be applied to 
the tube so that the entire box is filled. 
Use of the box in this way prevents 
chafing and other forms of rubber de- 
terioration. 














Martin Inner Tube Box 


Two New Apex Products 


Apex Electric Mfg. Co., 1410 West 
Fifty-ninth Street, Chicago, has added 
two products to the Apex line. These 
new items are the Apex Gasoline Gauge 
for Fords and Chevrolets, and the Apex 
Pump Connection. 

The Apex Gasoline Gauge is con- 
structed of durable material and should 
give long and efficient service. The indi- 
cator is made of tempered spring steel 
and the graduations are etched, assur- 
ing permanent ease of reading. The 
float at the bottom is protected by spe- 
cial material to prevent deterioration 
through constant use in any fuel. No 
tools are required to install. The old 
filler cap is replaced with the Apex 
Gauge, which is really a cap and a 
gauge combined. 

The Apex Pump Connection is quickly 
and easily attached to the tire valve by 
a quarter turn of the lever, which com- 
presses the rubber bushing and locks 
the connection securely to the tire valve. 














Apex Gasoline Gauge 


It cannot, it is said, leak or come off. 
An upward turn of the lever releases 
the connection immediately. There are 
no threads to become burred or worn 
out. This connection will fit any tire 
valve and can be attached to any pump. 
Dealers are furnished with a counter 
display card that accommodates twenty 
connections. 














Apex Pump Connection 


Safety Nipples for Spark Plugs 


Leads 


It is fairly safe to say that every 
motorist has experienced the sharp and 
none too pleasant sensation of a shock 
from acoss the head of a spark plug. 
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This is particularly bad when the other 
hand is on any other metal part of the 
car—and it usually is. The uncovered 
head on plugs has often been discussed 
by motoring men but one of the first 
solutions seems to be the recent in- 
troduction of the Rajah Safety Nipple 
made by the Rajah Auto Supply Co., 
Inc., Bloomfield, N. J. 

This device covers the wire ignition 
lead from the distributor at the point 
where it connects to the spark plug. 
It prevents shock to the driver when in- 
specting the engine and eliminates 
short circuit from any tool that might 
be in the driver’s hand at the time. It 
protects the circuit from dampness thus 
insuring steady and _ uninterrupted 
ignition. 

The Rajah nipple is made in the off- 
set style as shown and also in the 
straight extension style. 














Rajah Safety Nipple 


Handy Socket Wrencly Set 


Ease of operation regardless of the 
location of the bolt, nu: or screw on the 
auto, motor boat, truck and tractor are 
the features said to be fund in the Bet- 
R-Bilt socket wrench set No. 1. It is 
made by the Robinson Equipment Co., 
Boston, Mass., and is said to be capable 
of 125 combinations. 

The tools are made very strong to 
withstand hard use and even abuse. The 
set has been made compactly so that it 
may be put in the tool box or under the 
seat. There are twelve parts to the set, 
including a master handle, a screw- 
driver and eight sockets for wrenches. 
Two other parts complete the equip- 
ment, making it a universal joint oper- 
ating set. 

This outfit is distributed by the Bur- 
ton-Rogers Co., 725 Boylston Street, 
Boston, Mass. 
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Completed Weed jobs in Nine Days — 
Then C. H. Earle added four 


more Autocars to his fleet of 
six for his next contract. 


With an average round trip haul of six miles, 
this leading Hackensack, N. J., contractor, with six 
Autocars, made a single day’s record of 228 batches. 


This stretch of road was 30 feet wide, of double 
reinforced concrete, with a longitudinal centre joint, 
Tia and with a transverse joint 

us Sees every 36 feet. Over half of 
the work was done on a hill 
with a 16 per cent grade. 


This piece of road con- 
struction on Williams Ave- 
nue, Hasbrouck Heights, 
_ N.J., completed this summer, 
“ is considered one of the 
record road construction 
jobs in that state. 








Send today for “Highway Construction” Booklet 
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THE AUTOCAR COMPANY, Ardmore, Pa., Established 1897 


Autocal 


Wherever there’s a road 
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Notes of the Retail Hardware Trade 


BRINKLEY, ARK.—Milwee & Stimson 
have succeeded to the business of Mil- 
wee, Stimson & Rumph. 


DENVER, CoL.—The Cahn-Forster 
Electric Co., which has recently moved 
to 1524-1526 Glenarm Street, requests 
catalogs on electrical household special- 
ties, electrical supplies and equipment, 
flashlights, sewing machines and wash- 
ing machines. 


LAKE WALES, FLA.—The Harrell 
Hardware Co. is owner of the stock and 
business of the Bishop Hardware Co. 


AucustA, GA.—Louis P. Speth is now 
located in his new quarters at 708 Broad 
Street, where a complete stock of the 
following is carried, on which catalogs 
are requested: Barn equipment, bath- 
room fixtures, belting and packing, 
bicycles, churns, cream _ separators, 
crockery and glassware, cutlery, dairy 
supplies, dynamite, electrical household 
specialties, flashlights, furnaces, heat- 
ing stoves, kitchen housefurnish- 
ings, refrigerators, silverware, sporting 
goods, stoves and ranges, tin shop, toys, 
games and wheel toys. 

LEWISTON, IDAHO.—The Roy A. Gage 
Hardware will, about January, 1922, 
move to 517 Main Street. Catalogs re- 
quested on automobile specialties and 
sporting goods. 


DAHLGREN, ILL.—The Allen Hard- 
ware Co. has taken over the business of 
J. W. Goin, and requests catalogs on 
the following items: Bicycles, builders’ 
hardware, building paper, churns, 
cream separators, cutlery, dairy sup- 
plies, electrical household specialties, 
electrical supplies and equipment, farm 
implements, flashlights, fishing tackle, 
garage hardware, guns and ammuni- 
tion, heating stoves, incubators, kitchen 
cabinets, kitchen housefurnishings, lino- 
leum and oil cloth, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and 
glass, prepared roofing, pumps, sewing 
machines, shelf hardware, silverware, 
stoves, ranges and washing machines. 


CARLISLE, IND.—T. S. Risinger has 
disposed of his hardware and furniture 
stock to John G. Frazee, who requests 
“catalogs on barn equipment, bicycles, 
builders’ hardware, building paper, 
churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, flash- 
lights, fishing tackle, garage hardware, 
guns and ammunition, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, kitchen cabinets, kitchen house- 
furnishings, linoleum and oil cloth, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, phonographs, 
prepared roofing, refrigerators, sewing 
machines, shelf hardware, silverware, 
sporting goods, stoves, ranges and 
washinggmachines. 

MONDAMIN, Iowa.—G. B. Ruffcorn 
has bought the stock of Reifenroth Bros. 
The new owner requests catalogs on a 
general line of hardware and furniture. 


ELK City, KAN.—The firm of A. R. 
Quigg & Son has changed hands. Frank 
A. Quigg will continue the business and 


requests catalogs on a general line of 
hardware. 


ERIE, KAN.—The Kyle Hardware & 
Furniture Co. requests catalogs on toys 
and net prices. 


GEORGETOWN, Ky.—O. J. Meyer, pur- 
chaser of the plumbing and tinning 
business of his father, requests catalogs 
on washing machines. 


NICHOLASVILLE, Ky.—Raymond H. 
Burch, owner of the stock of J. L. John- 
son, requests catalogs on heating stoves. 


ROCKLAND, ME.—The H. A. Robbins 
Willys Light Co., 24 Tillson Avenue, 
requests catalogs on electrical household 
specialties, electrical supplies and equip- 
ment and gasoline engines. 


East LANSING, MicH.—The Hudson- 
Filkins Hardware Co., 1386 Grand River 
Avenue, has purchased a hardware busi- 
ness here. 


BEMIDJI, MINN.—The Bemidji Hard- 
ware Co. will erect a new building at 
Fourth and Minnesota Avenue. 


Harpy, Nes.—The hardware and im- 
plement stock of Fair & Bryan has been 
destroyed by fire. 


STUART, NEB.—W. N. Coats, estab- 
lished in business for the past 30 years, 
carries a stock of automobile acces- 
sories, automobile tires, barn equipment, 
bathroom fixtures, belting and packing, 
builders’ hardware, cream separators, 
farm implements, flashlights, furnaces, 
garage hardware, gasoline, gasoline en- 
gines, hammocks and tents, heavy hard- 
ware, kitchen cabinets, kitchen house- 
furnishings, linoleum and oil cloth, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, phonographs, 
plumbing department, pumps, refrigera- 
tors, sewing machines, vulcanizing de- 
partment and washing machines. 


ATLANTIC City, N. J.—The General 
Hardware Co., 2925-2929 Atlantic Ave- 
nue, has been incorporated by Alexan- 
der Vollmer, president; William L. Ris- 
ley, treasurer, and Ralph D. Shoemaker, 
secretary. The capital stock is $40,000 
and the concern will deal in the follow- 
ing, on which catalogs are requested: 
Bathroom fixtures, builders’ hardware, 
building paper, crockery and glassware, 
cutlery, electrical household specialties, 
flashlights, fishing tackle, garage hard- 
ware, heating stoves, heavy hardware, 
insecticides, kitchen housefurnishings, 
linoleum and oilcloth, mechanics’ tools, 
paints, oils, varnishes and glass, pre- 
pared roofing, shelf hardware, sporting 
goods, toys, games and wheel toys. 


Corona, N. Y.—James S. Hurwitz, 
formerly H. Fisher & Co., will move to 
63 West Jackson Avenue. The store 
will be equipped with new fixtures and 
an electrical department added. The 
business is wholesale and retail in the 
following, on which catalogs are re- 
quested: Barn equipment, bathroom 
fixtures, builders’ hardware, building 
paper, cutlery, electrical household spe- 
cialties, electrical supplies and equip- 
ment, flashlights, garage hardware, 
heating stoves, heavy hardware, kitchen 
cabinets, kitchen housefurnishings, me- 
chanics’ tools, paints, oils, varnishes and 
glass, prepared roofing, shelf hardware 
and washing machines. 


HOLLAND PATENT, N. Y.—Beil’s H. P. 
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Store has commenced business here, 
carrying a stock of builders’ hardware,, 
flashlights, fishing tackle, garage hard- 
ware, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, oils, 
varnishes and glass, shelf hardware and 
stoves and ranges. Catalogs requested. 


NEw York, N. Y.—Charles W. Lever- 
idge, Inc., has moved to a new location 
at 246 Fulton Street, where a whole- 
sale and retail stock of the following 
will be carried: Bathroom fixtures, 
builders’ hardware, building paper, elec- 
trical household specialties, electrical 
supplies and equipment, flashlights, 
garage hardware, gasoline engines, me- 
chanics’ tools, plumbing department and 
shelf hardware. 


GOLDEN VALLEY, N. D.—The Radke 
Mercantile Co., whose stock was re- 
cently damaged by fire, requests cata- 
logs on barn equipment, belting and 
packing bicycles, builders’ hardware, 
building paper, churns, crockery and 
glassware, cutlery, dairy supplies, 
dynamite, electrical household  spe- 
cialties, electrical supplies and equip- 
ment, flashlights, furnaces, gaso- 
line engines, guns and ammuni- 
tion, hammocks and tents, harness, 
heating stoves, linoleum and oil cloth, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, pumps, refrig- 
erators, sewing machines, shelf hard- 
ware, silverware, sporting goods, stoves. 
and ranges and washing machines. 


WaALuM, N. D.—Campbell Bros. have 
recently suffered a fire loss. 


CINCINNATI, OHIO.—The  Barrar 
Stores Co., 244 East Fifth Street, has 
been incorporated with a capital stock 
of $50,000 by Mitchell M. Barrar, presi- 
dent and treasurer; Clarence F. Echert, 
first vice-president; John Henry Oelker, 
second vice-president, and Samuel Rot- 
ter, secretary. The concern will deal in 
bathroom fixtures, builders’ hardware, 
cream separators, crockery and glass- 
ware, cutlery, electrical household spe- 
cialties, electrical supplies and equip- 
ment, flashlights, fishing tackle, heavy 
hardware, home barbers’ supplies, me- 
chanics’ tools, paints, oils, varnishes and 
glass, shelf hardware and toys and 
games. Catalogs requested. 


HOLLANSBURG, OHI0O.—The Billman 
Hardware Co., new owner of the stock 
of the Wolf hardware store, requests 
catalogs on the following: Automobile 
accessories, automobile tires, barn equip- 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, cream separa- 
tors, crockery and glassware, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, electrical supplies. 
and equipment, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline, gasoline engines, 
guns and ammunition, hammocks and 
tents, harness, heating stoves, heavy 
hardware, home barbers’ supplies, incu- 
bators, insecticides, kitchen- cabinets, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils. mechanics* 
tools, paints, oils, varnishes and glass, 
phonographs, poultry supplies, prepared 
roofing, pumps, sewing machines, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, toys and games, 
washing machines and wheel toys. 
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Glazed White Bathroom Fixtures 





Immediate Delivery 
on 


~ All These Items 


TOOTH BRUSH 
HOLDER 


SOAP HOLDER FOR 
FAUCET 


TOILET PAPER 
HOLDER 


SPONGE HOLDER 


12” BAR FOR HAND 
TOWEL 

18” BAR FOR GUEST 
TOWEL 

24” BAR FOR BATH 
TOWEL 


HANDY GARMENT 
HOOK 














The promise of long wear so 
clearly reflected in the fine ap- 
pearance of Natwire Glazed 
White Bathroom Fixtures is 
faithfully fulfilled in the years of 
satisfactory service which they 
render. Natwire Glazed White 
Bathroom Fixtures will not chip 
or discolor. Soap and water will 
have no injurious effect upon 
them. 


They are an economical substi- 
tute for expensive enameled brass 
or nickel fixtures, being equally 
as good looking, more durable 
and easier to keep clean. Nat- 
wire Glazed White Bathroom 
Fixtures require no strenuous 
polishing—just occasional wiping 
withadampcloth. They remain 


“Everlastingly white” 





Immediate Delivery 
on 
All These Items 


SMALL DOUBLE 
ROBE HOOK 


LARGE DOUBLE 
ROBE HOOK 


TUMBLER HOLDER 
STANDING SOAP 
HOLDER 


HANGING SOAP 
HOLDER 


FOUNTAIN 
SYRINGE HOLDER 

BATH TUB SOAP 
HOLDER 


5” SHELF 
BRACKETS 





WHY NOT PUT IN A SUPPLY FOR YOUR TRADE? 


WICKWIRE SPENCER STEEL CORPORATION 


WORCESTER, MASS. 


BUFFALO, N. Y. 


Boston, New York, Philadelphia, Detroit, Chicago, Tulsa, San Francisco. 











Notes of the Hardware Manufacturers 


THE CHICAGO FAIR 


Results of the first Chicago Mer- 
chandise Fair at the Coliseum in 
Chicago, August 8 to 18, demon- 
strated fully that this new institu- 
tion fills a long-felt need in making 
the great western metropolis a 
live buying center for the mer- 
chants of the great west. A suc- 
cessful establishment of this big 
buying and selling event augurs 
well for continually increasing at- 
tendance with the resultant in- 
crease in buying at the subsequent 
merchandise fairs, which will be 
held at the Coliseum semi-annually, 
the next one taking place the week 
of February 13 to 18, 1922. 

Even under the adverse business 
conditions which existed all over 
the country, most of the manufac- 
turers who were represented at the 
Chicago Merchandise Fair did a 
very satisfactory business, and the 
fact that a substantial number of 
manufacturers, importers and dis- 
tributors represented at the fair 


signed up for space at the Feb-. 
ruary exhibit before they left the’ 


building is prima facie evidence as 
to the success of the first fair, and 
gives promise that each succeeding 
exposition of this kind will not only 
bring an increased number of man- 
ufacturers as exhibitors, but a very 
much larger attendance on the part 
of buyers and merchants from all 
over the country, especially the 
central and far western states. 

Nearly a thousand merchants of 
good rating registered at the last 
fair, and there is every reason to 
believe that from 1500 to 2000 will 
be in attendance in February. 


Catalog 5A has been issued by John 
Russell Cutlery Co., Turners Falls, 
Mass. It embraces the Russell line of 
putty knives, scrapers, and spatulas 
used in the paint, drug and color trade 
and the Russell paper hanger’s knives 
and rotary glass cutters. 
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The leading manufacturers will 
be there. 


Making Insulating Board 


In Marrero, a suburb of New Orleans, 
La., the Louisiana Celotex Co. has been 
formed to manufacture Celotex insulat- 
ing boavd. The company has already 
built a plant and is now making this 
new artificial bozrd from wasted sugar 
cane commonly known as bagasse, a 
hitherto useless by-product of sugar re- 
fining. A board of this material 900 
ft. long and 12 ft. across is being made 
to show the possibilities of the new 
board and the capabilities of the plant. 
It is said that Celotex has unusual 
qualities for building, as it keeps out 
heat and cold, working on the same 
basis as a vacuum bottle. It is said to 
be very suitable for telephone booths, 
phonograph rooms and telegraph dens, 
as it is soundproof. The officers and 
organizers of the new company are B. 
G. Dahlberg, president; J. K. Shaw, 
vice-president; C. G. Muench, vice-presi- 
dent; T. B. Munroe, vice-president; C. 
F. Dahlberg, treasurer, and T. E. Dahl- 
berg, assistant to the president. 


Winn with DeVry Corporation 


Homer V. Winn, veteran advertising 
and sales promotion man, is now sales 
director of the DeVry Corporation, 
Chicago manufacturers of the DeVry 
portable motion picture prejection ma- 
chine. 

Romain J. Waymel, who was Mr. 
Winn’s assistant for some time, is the 
new DeVry advertising and sales pro- 
motion manager. 

Mr. Winn was formerly with the Al- 
dred & Winn Advertising Agency of 
Indianapolis and for five years was 
with the Maxwell-Chalmers sales or- 
ganization. 


Rundle Mfg. Co. Moves to 
Freeport, Ohio 
The Rundle Mfg. Co., Columbus, Ohio, 


manufacturer of children’s vehicles, is 
planning to move to Fremont, Ohio, 
where it will increase its capacity, its 
volume of business having become too 
large to be handled in its present plant. 
The company manufactures children’s 
automobiles, hand cars, foot gliders, 
baby tenders and other toys. George 
W. Rundle is at the head of the com- 
pany. 








CULL HUULLEERLLLEELd 


Convention Time Draws Near: Atlantic City Awaits You 


Any physician will tell you to go to the seaside for ‘your health. 
will tell you to visit the big conventions and auto accessory exhibi’ at Atlantic City for your 
business health. This year will surpass all others. The Exhibit on the Million Dollar Pier 
will be the biggest thing since the first auto was built. Remember, from October 17 to 22 
there will be something doing every minute. e 


NEWS OF TO-DAY 


The Taplin Mfg. Co., New Britain, 
Conn., has sent catalogs No. 5A and 
No. 5B to the trade. These booklets 
cover the Taplin line of beaters. No. 
5A is devoted to the Dover type beater 
and No. 5B to the light running center 
drive beater with both the single and 
double dasher. 


O. L. Weber, Stevens Point, Wis., will 
open a new factory for the manufacture 
of artificial flies, snelled hooks and lead- 
ers about Jan. 1, 1922. Mr. Weber has 
been in the fishing tackle munufactur- 
ing business for twenty-two years. 


The Boyertown Brass Foundry Co., 
Boyertown, Pa., has joined the House- 
furnishings Division of the Bush Termi- 
nal Sales Building, New York. The 
company is showing Colonial and plain 
aluminum tea kettles, five sizes of 
aluminum skillets in numbers four to 
nine, muffin pans, 10-in. griddles, and 
other items. 


A small square range _ boilerette 
equipped with an adjustable strainer 
with collapsible handles is a new item 
that permits the kiddies’ clothes to be 
removed without taking the boilerette 
off the stove. The boilerette can also 
be used for washing ladies’ shirtwaists 
and delicate clothes where it is not de- 
sired to do a full day’s washing. It is 
made of heavy blocked tin with heavy 
copper bottom and has a capacity of 
eight gallons. It comes at $36 per 
dozen wholesale and is shown by the 
Atlantic Stamping Co. in the House- 
furnishings Division of the Bush Termi- 
nal Sales Building, New York. 


The Bellaire Enamel Co., Bellaire 
Ohio, is showing a new seamless self- 
basting roaster made of triple-coated 
enamel in blue or in attractive gray for 
white enameled kitchens. The new 
roaster has a square outside rim in 
which sets the inside oval baster. The 
cover is also oval. This new item is 
shown in the Housefurnishings Division 
of the Bush Terminal Sales Building, 
New York. 
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The leading jobbers will also 
be there. 
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Any “pusiness doctor 
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galvanized, funnel, 17-in., $7.40; 18-in., $8. 

Eaves Trough Conductor Pipe and 
Elbows.—Sales continue to be a very 
good volume and are expected to con- 
tinue so for the next few weeks. Prices 
same as last. 


We quote from local jobbers’ stocks: 
Eaves trough, 28-gage, 5-in., lap joint, sin- 
gle bead, $4.50 per 100 ft.; 3-in. conductor 
pipe, 28-gage, corrugated, $4.50 per 100 ft.; 
elbows, 3-in., corrugated, $1.63 per doz. 


Files—Sales can be considered as 
only fair and doubtless will remain so 
until manufacturing conditions im- 
prove. There has been no further 
change in prices. 

We quote from local jobbers’ stocks: 
Nicholson files, 60 per cent; Arcade, 60-5 
per cent; Riverside, 50-10-5 per cent. 

Galvanized Ware.—Sales of galvan- 
ized ware remain rather dull, as they 
have for some weeks past. Jobbers do 
not see any immediate prospect of im- 
provement in this line. Prices remain 
as last quoted. 


We quote from local jobbers’ 
Standard No. 1 galvanized tubs, $6.70 per 
doz.; standard No. 2, $7.55 per doz.; 
standard No. 3, $8.80 per doz.; heavy gal- 
vanized No. 1, $18 per doz.; No. 2, $20.50 
per doz.; No. 3, $22.80 per doz.; standard 
10-qt. galvanized pails, $2.35 per doz.; 
standard 12-qt.; $2.60 per doz.; standard 14- 
qt., $2.90 per doz.; 16-qt., galvanized stock 
pails, $4.50 per doz.; 19-qt., $5.10 per doz. 

Glass and Putty.—Some interest is 
now being shown in both of these items 
and sales should develope rapidly from 
now until about Dec. 1 for the retail 
hardware dealer. Prices remain as last 
quoted. 

We quote from local jobbers’ stocks: 
Single strength glass, 80 per cent; double 
strength glass, 82 per cent from standard 
lists. Commercial putty in bladders, $4.10 
per cwt. 

Lanterns.—As the daylight hours are 
rapidly growing less more interest is 
being shown in lanterns. A fair vol- 
ume of business should develope during 
the next few weeks. Prices show no 
change since last report. . 


stocks: 


We quote from local jobbers’ stocks: 
Tubular long globe, $13 per doz.; tubular 
short globe, $13 per doz.; tubular dash, 


$17.60 per doz. 

Nails.—There is a very good and 
steady demand for nails, although in- 
dividual orders are not large because 
the purchaser knows that he can get 
supplies when needed. Prices remain 
as last quoted. 

We quote -from local jobbers’ stocks: 


Bright wire nails, $3.85 base; cement coated 
nails, $3.25 base. 


Oil Heaters.—Cold weather is now 
doing its part in creating a demand for 
oil heaters. A fair volume of busi- 
ness is expected. Prices remain same 
as previously quoted. 


We quote from local jobbers’ stocks: 
Japanned polished steel, 3-qt. capacity, 
$4.10 each; nickeled polished steel, 4-qt. 


capacity, $5 each; blue enameled body, 4-qt 
capacity, $7.50 each. 


Paper.—There is a very good demand 
for building papers of all kinds, and 
this is expected to continue well toward 
the first of the year. Prices remain as 
last quoted. 


quote from local jobbers’ stocks: 
No. 2 tarred felt, $2.95; threaded felt, 
$1.78; slaters felt, $1.39; No. 20 red rosin, 
44c. per roll; No. 25 red rosin, 57c. per roll; 
No. 30 red rosin, 70c. per roll. 


Registers.—Sales of registers remain 
at a very low point and a large amount 
of business is not to be expected. Price 
remains as last. 


HARDWARE AGE 


stocks: 


jobbers’ 
from 


We quote from local 
per cent 


Cast steel registers, 30 
standard price lists. 


Rope.—There is a continued improve- 
ment in sales of rope of various sizes. 
This is the first time there has been 
any interest for several weeks. Prices 
remain as last. 


We quote from local jobbers’ stocks: 
Pure manila rope, 174c. per lb. base; pure 
sisal rope, 144%c. per Ib. base. 


Sandpaper.—A very satisfactory vol- 
ume of business is now being done in 
all grades of sandpaper. Jobbers’ stocks 
are ample, and prices remain firm as 
last. 

We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 Gar- 
net paper at $15 pe: ream. 

Sash Cord.—A very satisfactory vol- 
ume of business is being done in sash 
cord, which will no doubt continue for 
several weeks. While jobbers have not 
put any advances in effect locally, there 
will undoubtedly be an advance shortly. 


We quote from local jobbers’ stocks: 
Silver Lake No. 8, 58c. per lb.; ordinary 
branded sash cord No. 8, 33c. per Ib. 


Sash Weight.—The demand for sash 
weights continues to be very good. 
Prices show no change. 


We quote from local 
$2.30 per cwt. 


Screws.—The demand for screws of 
all kinds continues to show a steady 
improvement and a fair volume of 
business is now being done. Prices re- 
main same as last. 


We quote from local jobbers’ stocks: 
Flat head bright screws, 80 per cent; round 
head blued screws, 75 per cent; flat head 
japanned screws, 70 per cent; flat head 
brass screws, 72% per cent; round head 
brass screws, 70 per cent. 


Snow Shovels and Sidewalk Scrapers. 
—There is no retail demand as yet, and 
it does not come until after the first 
heavy snowfall. Prices remain as last. 


We quote from local jobbers’ stocks: 
Wood straight handle, $5.75 per doz.; steel 
blade, straight handle. $4.75 per doz.; gal- 
vanized steel blade; D handle, $14.40 per 
doz.; steel sidewalk scrapers, $5 per doz. 


Solder.—Demand for solder remains 
very unsatisfactory. Jobbers’ stocks 
are ample, and prices show no change 
since last report. 

Half and half solder, 226. per Ib. 

Steel Sheets.—There is a trifle bet- 
ter demand for steel sheets at this writ- 
ing but not sufficient to be encourag- 
ing that there will be any great im- 


jobbers’ stocks’ 


provement. No further price changes 
since last report. 
We quote from local jobbers’ stocks: 


28-gage black sheets, $4 per cwt.; 28-gage 
galvanized sheets, $4.50 per cwt. 


Steel Traps.—No interest is being 
shown in this line in a retail way as yet, 
although dealers are getting stocks in 
shape for the early winter trade. Prices 
remain as last. 


We quote from local jobbers’ stocks in 
dozen lots: Victor No. 0, $1.71; No. 
$2.01; No. 1%, $3.05;* No. 2, $4.21; New- 
house No. 0, $4.75; No. 1, $5.62; No. 1% 
$8.50; No. 2, $12.56. 


Stove Goods.—The public is begin- 
ning to show a little interest in. stove 
goods and some sales are being made, 
but it is a little early to expect any 
volume. Prices remain as last. 

We quote jobbers’ stocks: 


from local 


Stove boards, crystallized, 28 x 28, $17 per 
doz. 30 x 30, $19.10 per doz.; 36 x 36, $27.50 
per doz.; stove pipe, uniform blued, 28-gage, 
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6-in., $14.40 per crate of 100 knocked down; 
elbows, 6-in., common corrugated, $1.56 per 
doz.; 6-in. adjustable, charcoal iron, $2.05 
per doz.; dampers, cast iron, wood handle, 


or coil handle, 6-in., $1.50 per doz. stove 
shovels, japanned, 15-in., 80c. per doz; 
japanned Jumbo, 21%-in., $1.85 per doz.: 
japanned Jumbo Junior, 14-in., 90c. per doz 


Tin Plate.—Sales of tin remain only 
fair and no great demand is expected. 
Prices remain as last quoted. 


We quote from local jobbers’ tocks: 
Furnace coke, ICL, 20 x 28, $14.15; roofing 
tin, IC, 20 x 28, 8-lb. coating, $14.50 per box. 


Washers.—The demand for washers 
remains very small and no improve- 
ment of any moment is expected. Prices 
remain as last quoted. 


We quote from local jobbers’ stocks: 
4%-in. wrought steel washers, $6.45 per cwt.: 
l-in. wrought steel, $6 per cwt. 


Weatherstrip.—While a little inter- 
est is being shown in a retail way no 
actual demand has developed as yet. 
Prices remain as last. 


We quote from local jobbers’ stocks: 
Wood and felt, %-in., $2.10 per 100 ft.; 
ry Sy 10 per 100 ft.; l-in., $2.85 per 
00 ft. 


Wheelbarrows.—There. continues to 
be a gradual improvement in sales, and 
volume is considered fair considering 
general conditions of business. Prices 
remain as last. 


We quote from local jobbers’ stocks: 
Wood stave fully bolted, $36 per doz.; No. 1 
= steel, $7 each; No. 1 garden, $5.40 
each. 


Wire.—With the exception of smooth 
black wire used in construction work 
very little interest is being shown in 
wire at this time. Prices remain as 
last quoted. 


We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.30; galvanized cattle wire, $3.66; painted 
hog wire, $3.47; galvanized hog wire, $3.91; 
plain black annealed fence wire, No. 9, 
$a40° plain galvanized annealed, No. 9 





Bosch Has New Managers 


New managers have recently been 
appointed for the American Bosch 
Magneto Corporation at its New 
York and Detroit branches. George 
Shortmeier, formerly New York 
manager for the Madison Rubber Co. 
and later district manager at New 
York for the Sinclair Oil Co., has 
been placed in charge of the Bosch 
branch at New York, replacing 0. S. 
Stanley. 

Charles L. Shedd is now manager 
of the Bosch branch at Detroit, tak- 
ing the place of Roy Davey, who has 
been made manager of the manufac- 
turing sales department at Spring- 
field, Mass. Mr. Shedd was at one 
time promotion manager of the 
truck division of the Packard Motor 
Car Co. at Detroit, subsequently 
served as official distributor at 
Omaha for that company, and still 
more recently acted as sales man- 
ager of the Republic Truck Corpor- 
ation, at New York City. 


Davies & Ammon, 103 Beekman 
Street, New York, has issued an illus- 
trated pamphlet on Screwless Spring- 
set Shears. 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Vanufacturers 
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Offers New Washing Machine 
Model 


The Automatic Electric Washer Co., 
Inc., Newton, Iowa, offers the trade 
Model 214, the latest addition to the 
automatic line of electric clothes wash- 
ers made by this company. 

It has many safety features—all the 
gears are enclosed and all moving parts 
are out of the way. Oil cup lubrication 
is used and a safety release on the 
wringer makes it an interesting ma- 
chine. The machine is very strong, is 
well braced, and has a riveted all-steel 
bench. The copper tub is made right in 
the same factory and is designed par- 
ticularly for this model. 

The capacity of this machine is six 
sheets or its equivalent, and the floor 
space used is only 23 x 44 in. 

















Automatic Washer No. 214 


Electric Table Stove Cooks 
Complete Meals 


Will you have waffles, toast, a stew, 
fried eggs? You can have all these and 
many other delicious dishes cooked elec- 
trically on the table with the use of the 
Armstrong Table Stove. This stove, 
made by the Standard Stamping Co., 
Huntington, W. Va., will actually cook 
three things at once. With the stove 




















Armstrong Table Stove and Equipment 


comes a complete outfit of cooking 
utensils. 

All food that is fried, boiled, broiled, 
stewed or put through any other cook- 
ing method may be done on this stove. 
A length of cable with a standard plug 
to fit in the light socket is furnished 
with the stove, The cooking utensils are 


of aluminum with strong ebonized han- 
dles. The plug used is frictionless and 
tilting, making it positive in action and 
sure not to slip when wanted. When 
toasting bread both sides are browned 
uniformly at the same time. 

















Armstrong Table Stove—Assembled 


For Recutting Fibre Needles 


Many people consider the fibre phono- 
graph needle as superior to the steel 
variety claiming that it gives a better 
tone and a more perfect reproduction 
of fine sounds. The initial purchase 
price of fibre needles is slightly higher 
than the cost of steel needles which 
makes the Lidseen Fibre Needle Cutter 
of added interest. 

This device is made by Gustave Lid- 
seen, 830 So. Central Ave., Chicago. It 
is built to fit right on the record turnta- 
ble, a slot fits over the pilot pin. The 
needle may cut without removing it. 
The tone arm is swung around into 
position and the point of the needle 











Lidseen Fibre Needle Cutter 


inserted in the cutter. The small lever 
is pushed down slowly and steadily 
causing a very thin shaving to be re- 
moved and leaving a new playing point. 

Fibre needles hitherto good for only 
one or two records may now be used 
indefinitely. The fibre needle is known 
to cause less wear on the record than 
the steel variety. A small catch pan 
gathers up the shavings. 


Complete Line of Rolling Step 
Ladders 


Three different methods of operation 
are available in the models of rolling 
step ladders made by the Daynite Furni- 
ture Mfg. Co., 213 Chouteau Trust 





Building, St. Lovis, Mo. Fifteen differ- 
ent styles are made suitable for use in 
hardware stores and in other retail es- 
tablishments. 

One style of operation is the ladder 


that suspends fiom a track fastened to 
the shelving without running on the 
floor. Another has the ladder 
running on floor and has a 


track on the ceiling | as a guide. 
The third model runs » floor and 
is tracked to the shel The com- 
pany also makes ladd run on 
curved tracks that will tu rners. 
This line of ladders is known as the 


Ideal line, a trade name given also to 
the line of other store equipnicnt made 
by this company. They make store 


windows, store cases and store furni- 
ture. 
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Showing three Ideal Ladders 





Can Opener for Speed and 
Safety 

Quick, safe and sanitary are the main 
characteristics. claimed for the Quick 
Safe Can Opener recently placed on the 
market by John E. Chumbley & Co., 
Nashville, Tenn. 

This machine fits on a table ledge 
and may be thumb clamped securely in 
place. The can is put ih the proper 
place and the handle turned to remove 
the cover. It removes the can cover so 
quickly and completely that it is hardly 
any job to do it. The machine is nickel 
finished and weighs about two pounds. 

















Quick Safe Can Opener 


Reading matter continued on page 76 
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Now Is the Time to Stock New Goods 


Irons in Either Direction 


Because of the two-point construc- 
tion the Duo Point Electric Iron may 
be used in either direction, forward or 
backward, with ease. The iron is pointed 
at both ends and does not need to be 
lifted and turned around when in use. 
These two hot points are said to be ex- 
clusive in the Duo Point Iron made by 
the Central Flatiron Mfg. Co., Johnson 
City, N.. Y. 

The iron is perfectly balanced and 
has strong and quick acting heat ele- 
ments. Sufficient cable cord is furnished 
with each iron. The standard plug will 
fit any light socket. 











Duo Point Electric Iron 


Electric Glue Pots 


It is said that glue should never be 
heated above 150 degrees Fahr. This 
is accomplished with the use of the 
Hold-Heet glue pots made by the Rus- 
sell Electric Co., 140 West Austin Ave- 
nue, Chicago, IIl. 

This electric glue pot has thermo- 
static control that keeps the heat sup- 
plied always at the proper temperature. 
There is no water jacket to boil dry and 
there is said to be a minimum evapori- 
zation of water from the glue. No spe- 
cial wiring is required to use this pot, 
as the plug fitted to the cable length 
will fit any standard socket. The inner 
chamber where the glue is placed is 
made of copper; the outer shell is made 
of galvanized steel. 

The Hold-Heet electric glue pot is 
made in various sizes. 














Hold-Heet Electric Glue Pot 


Handy Cork Extractor 


Many a cork gets stopped or broken 
in the attempt of removal and must 
then be fished out or pushed into the 


contents. In this little emergency the 
U-Neek stopper remover made by the 
Unique Necessities Corporation, 5011 














U-Neek Remover 


Catalpa Street, Baltimore, Md., comes 
to the rescue. This device fits over the 
bottle head and has three pins with 
large heads. These pins may be set into 
the cork at an angle, all three pointing 
inward. A twist of the handle of the 
device will then remove the most stub- 
born cork. 

On the handle of the device is a hook 
that may be used for removing crown 
seals and milk caps. This device does 
not ruin the corks but leaves them in 
condition to be used again. 

\ 


Stopper 


For Adjusting Rope Line 
Wherever rope is used the Marvel 
Rope Lock will be found of assistance. 
It is the product of the Malcolm-Will- 
iams & Co., Inc., 186 Remsen Street, 
Brooklyn, N. Y., and will quickly take 

















Marvel Rope Lock 


up the slack in any kind of rope and 
may be instantly released. 

It eliminates the necessity of tying 
and untying knots and is very handy 
on ‘the clothes line and for tent users. 
It is used for awning lines and for flag 
halyards and is very handy for the 
truck driver who wishes to tighten up 
his ropes. In the cold weather there 
need be no numb fingers from frozen 
clothes line or supporting ropes of any 
kind. The Marvel Lock could easily be 
operated with gloves on. 

The Marvel Lock is durable and rust- 
proof. It is made of galvanized iron 
and has a phosphor bronze spring. 


Wire Infant Cribs 


Something new for the new baby is 
found in the Buffalo Wire Infant’s Crib 
made by the Buffalo Wire Works Co., 
Buffalo, N. Y. It is made from Buffalo 
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Diamond Mesh fabric, smoothly and se- 
curely fastened to round iron frame and 
neatly enameled white. 

The bottom is constructed of a square 
mesh fabric made of flat crimped wire 
which gives a springy effect. These 
cribs may be lined inside with silk or 
satin- linings and are suitable for bed- 
room use or use on the porch or lawn, 
These cribs are made in three sizes, one 
size being for twins. 














Buffalo Wire Crib 


Complete Electric Range 


Complete with a good-sized oven, the 
Universal Electric Range made by Lan- 
ders, Frary & Clark Co., New Britain, 
Conn., will be of interest to modern 
housewives. 

This range is designed along fairly 
conventional lines and has three hot 
plates for general cooking, an oven 
measuring 14 x 14 x 19 in., and a heat- 
ing shelf where food may be kept warm 














Universal Electric Range 


or plates may lose their chill. Each 
cooking section has its own heating ele- 
ment and an individual switch. The 
stove is always ready for use without 
flame, matches, odor or smoke. The 
oven has a conveniently located ventila- 
tion lever. The oven also has a broiler 
(Continued on page 78) 





